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There’s a difference inside Announcing the great new 


—Super-Tumbler Mechanism! 
RHINO No. 46 “iia 7 ) 
Super-Tumbler mechanism. ne: ZF 


Size across case, 1 in. 
Y% doz. to display carton. 


Key blank K224. Price a 


per doz., $7.20. Suggested 
in brilliant fluorescent color... 


retail, 90c each. 
RHINO No. 47 , +h S 
Super-Tumbler mechanism. Mi\ W a 
Size across case, 1% in. j 

Y% doz. to display carton. ? war 

Weight, 8% Ib. per doz. oe 

Key blank K230. Price = = 


per doz., $8.00. Suggested 
retail, $1.00 each. 


TERRAPIN No. 68 


Super-Tumbler mechanism. 
Size across case, 1% in. 
Y% doz. to display carton. 
Weight, 2% Ib. per doz. 
Key blank K224. Price 
per doz., $7.20. Suggested 
retail, 90c each. 
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TERRAPIN No. 78 


Super-Tumbler mechanism. 
Size across case, 1-9/16 


in. % doz. to display ee Size: 12 in. x 16 in. 
carton. Weight, 4 Ib. per 
doz. Key blank K230B. 


Price per doz., $8.00. = ‘ W . acc ais wall i 

Suggested retail, $1.00 -" hat an cg tm b ; — WHAT A DEAL! 

— | permanem hang-up voard wit Each SM 57 deal includes padlocks 

fixtures ... & real dazzler fea- 46, 47, 68, 78, 88 and 453 mounted 

| turing two brand-new multi-ply on the display, plus 3 more of each 

TERRAPIN No. 88 ae | steel Rhino padlocks, the three in a special shelf carton... 

Super-Tumbler mechanism. best-selling brass Terrapins from plus a free 46 and 47! 

Size across case, 2 in. ~~. SM 17 Hs T b] i 

Y2 doz. to display carton. 7p (all Super- Tumbler cylin- 

Weight, 6 Ib. per doz ae ‘ 2 

ep Mit: itahem. Petes De. der locks), and the Scout, 


per doz., $12.00. Suggest- 7 am . America’s biggest-selling combi- Your cost _15.85 
ed retail $1.50 each. : —_ : — . dl k! ° 
nation padlock! Your profit $9.85 


SCOUT Ne. 453 ; 
Size across case, 1% in. _ LOCK COMPANY 
1 doz. to display carton. $5 


Total retail value $25.70 





Weigh. 4 Wb. per doz. Since 1888 ¢ Lancaster, Pa., U.S.A. 
Unlimited combinations. 


Price per doz., $5.15. Sug- 


ces. an . Nationally advertised in The Saturday Evening Post 
gested retail, 65c each. 


WORLD’S MOST COMPLETE LINE OF PADLOCKS 





Starlight Carafe and Elec-Trivet Set 
Tiny tights twinkle through the 
trivet’s star cut-outs, reflecting on 
carafe. Beautifully styled in copper 
and wrought iron. g-cup set $6.95 

12-cup set $7.95 


Home-Aid ice Cream Freezer Makes 
1% quarts of creamy-smooth ice 
cream with home-made flavor... 
right in the refrigerator. $19.95 


Percolator-Teamaker. New Carafe 
styled ‘‘Duette’’ percolates coffee, 
brews tea. Metallized trim will not 
tarnish, handle stays cool. Copper or 
brass finish. 8 cup size. $7.95 


Your customers are sold on 


| 
| 
| 
| 
| 
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Handyfreeze ice Cream Freezer Real 
old fashioned ice cream made the 
modern, electric way! Handsome, 
natural wood and copper bucket. 


From $26.95 


Fully-Automatic Percolator Has 
signal light and adjustable flavor 
control. Coffee kept at serving tem- 
perature automatically $14.95 


Chopper-Slicer Combination A food 
and meat chopper and a slicer- 
shredder-grater on an interchange- 
able base. Famous ‘‘No-Clamp’”’ in 
pastel colors. $13.95 


Electric Glass Coffeemaker Always 
a best seller because it’s famous 
for wonderful coffee. Semi-automatic 
brewing stove. 


Handybreeze Fans A complete line, 


8-inch table models to 20-inch deluxe 
window fans. 


Handyhot Trimmer Edges 
and trims lawns electri- 
cally. Models for every 
terrain From $23.95 


SEE US AT ATLANTIC CITY... 


BOOTHS 442 — 452 


SILEX appliance specialties! Fine 


products, effective advertising 


and promotion have established . ey, 
HA 


confidence in a great name. 


~ 


$7.95 to $69.95 
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Toaster-Broiler Toasts, grills, broils 
with automatic heat control — right 
at the table! Modern...in copper 
and jet black. $14.95 
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juicit Approved by Sunkist! Magic- 
motion strainer extracts 20% more 
juice. Better-tasting fresh orange 
juice in seconds. From $16.95 


; 


Electric Knife & Scissors Sharpener 
Safe, efficient, serviceable. Gives 
knives and scissors a keen, precise 
cutting edge. $14.95 
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SILEX 


RTFORD 2, CONN. 7 y 


Chicago Electric Division: Chicago 38, Ill. In Canada: The Silex Co., Ltd. Iberville, P. Q. 





DESIGN GIVES 


THE BEST CUT, THE MOST SALES 


LAWN-BOY ENGINEERS, originators of the 
important power-mower improvements, 
know why they design mowers as they do. 
But the imitators of LAWN-BOY can copy 
only the skin-deep appearance, not the 
cut—and, after all, it’s the cut that counts. 


SO THERE'S NO TRICK to selling a LAWN-BOY. 
When a customer starts comparing power 
mowers feature-by-feature, there’s just no 
contest. The world’s best power-mower 
know-how is lavished on LAWN-BOY to 
make it without question the smoothest- 
cutting, fastest-selling mower in the field. 


NOWHERE ELSE can your customers find the 
sensational ACTIVATED PILOT WHEEL that’s 
on this year’s LAWN-BOY Automower and 
Deluxe models. The line is long—a LAWN- 
Boy for every lawn and every budget. And 
it’s backed by the biggest national adver- 
tising campaign ever thrown behind a 
power mower—even LAWN-BOY. Tie-in! See 
your distributor-salesman. 


LAWN-BOY 


LAWN-BOY, Lamar, Mo. « Division of Outboard 
Marine Corporation, makers of Johnson and 
Evinrude Outboard Motors 

In Canada: LAWN-BOY, Peterborough, Ontario 
The NEW IDEAS are LAWN-BOY IDEAS 
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WHY 2-cycle LAWN-BOY engine is best 


Designed only for LAWN-Boy, this 2-cycle engine is a model of simplicity, 
power, easy starting, light weight, and dependability, with a minimum of 
moving parts. Grass-cutting is faster and easier—every piston stroke is a 
power stroke (which means we needn’t “‘jazz up’”’ the LAWN-BOY engine to get 
the 3200 rpm needed for efficient mowing). Finally, you don’t have to check 
oil—a free-and-easy proportion of gas and oil right in the fuel tank maintains 
top-notch operation throughout the long life of a LAWN-BOY power mower. 
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Only UNIVERSAL (fic 


; gives you Chrome on Solid Copper 


ease 


7, 


a new 8-cup model 








DON’T BE SWITCHED into stocking any other coffeemaker when 


you can get everything in this new Universal Cofteematic. Get new styling that 





beats anything on the market ... automatic features that have made Coffeematic 
first over all others, plus top-quality chrome-on-copper construction. Get all 

this, now at a price that makes it the outstanding value over all other coffeemakers. 
All your customers will be reading about this Coffeematic bargain in 24 national 
magazines during the next 90 days. Don’t be caught short . . . stock up now! 


Famous Coffeematic 
features at a 
new low price! 


FLAVOR-SELECTOR COLD-WATER PUMP HEAT-SENTINEL 
Brews exactly to the Starts perking almost im- Keeps coffee at serving 
strength you select, mild, mediately. Coffee never temperature with no in- 
medium or strong. comes to a boil. crease in strength, 


Sell More in ’57... 
GO UNIVERSAL! 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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PIV HUSKY PEG PANELS! 


Here’s the quick, more profitable way to SELL HUSKY Tools—Peg Panels that 
attach to your own peg boards—or to the new, rotating “Parade-of-Tools” 
HUSKY Display. Take advantage of the trend to “do-it-yourself” selling with 
these neat, colorful, sales-active Peg Panels that keep famous HUSKY Tools 
right out in front of your customers. Tool identification and Part numbers 
are printed on each Peg Panel and replaceable price strips are supplied. 
HUSKY Peg Panels reduce low turnover, high inventories because you have 
a wide selection of 22 different Panels to choose from . . . you stock and sell 
only the fastest moving Toois your customers prefer. Using the HUSKY 
“Parade-of-Tools Display” you can also select and show the individual Tools 
and Tool Sets you pick to feature in your store. 


Save time, space, and selling expense with HUSKY Peg Panel Displays... 


they're designed for MULTIPLE use to multiply SALES — with EXTRA 
PROFIT for you! 





INDIVIDUAL EG PANELS 
MOUNTED ON 


THE NEW HUSKY Pe) €.. 
PARADE-OF-TOOLS ws 
DISPLAY ee nil 


HUSKY TOOL DIVISION 
THE NEW BRITAIN MACHINE CO., NEW BRITAIN, CONN. 


j FAST SELLING, LOW-COST HUSKY CARBON STEEL TOOLS eC 


err”. 1 
f ‘ e 
., an 
7 t > ' 
. 
' a 
< 
Aa 
“s* 











SL , 
OPEN STOCK FLAT WRENCHES . POUCH KIT | 
FLAT WRENCHES iN METAL CLIPS WITH RACK : 
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Editorial 


by W.A. Phair 


No one time shot... 


“It takes more than a pretty store to sell hardware profitably,” a 
dealer wrote us in a recent letter. 


“So why,” he asked, “do you spend so much time in Hardware Age 
describing remodeled stores, instead of telling us how to buy at a 


"7? 


lower price? 


That’s a good question and one that, no doubt, many dealers have 
asked themselves. The answer is simple: The big problem facing 
hardware dealers today is not so much how to buy cheaply, but rather 
how to get more people into the store and sell more goods to these 
people. 


We know from hundreds of examples all over the country that a 
store modernization program is just about the best stimulant you can 
give a sick balance sheet. A good, thorough remodeling program 
almost always results in an increase in sales and an improvement 
in profits. 


This does not come from just the fact that the store has pretty, new 
fixtures and fresh paint. Store modernization has a psychological 
effect that goes far beyond the new fixtures. 


Remodeling gives sales people a new interest in their job and their 
surroundings. There is new incentive to keep displays clean and filled. 
Remodeling presents an opportunity to clean out obsolete and messed 
up corners. It provides a reason for setting up better stock control 
procedures. It gives customers a feeling that things are happening 
in the store, that it is modern and progressive. 


When new fixtures are being put in, there is an incentive to im- 
prove the arrangement of merchandise and to use price tickets prop- 
erly. And the design of modern fixtures makes it possible to expose 
more goods to a shopper’s eye. This is very, very important in getting 
maximum sales from every foot of space. 


But, some dealers will argue, modernization costs a lot of money. 
How can we afford it? They are correct, it is expensive. And one of 
the reasons it is expensive is because too many dealers look on mod- 
ernization as a one-shot proposition to be undertaken at 5 to 10-year 
intervals. That’s why it’s expensive. If a store owner would keep 
his store modern, once it was remodeled, he would have only a moder- 
ate yearly expense, instead of a heavy periodic charge. 


Modernization should be a continuous process for every store. As 
new ideas in display methods, or in lighting, or departmental color 
are developed, they should be gradually applied. 








Editorial 


continued 


If this procedure is followed, a store will never become obsolete; there 
will be no need for large expenditures for a complete face-lifting job. At 
the same time you are assured that you are getting maximum selling effort 
from every foot of space. 


I don’t think every dealer realizes the improvement that has taken place 
in recent years in store fixture design. Today’s fixtures provide greatly 
increased open display area. Too, the flexibility of modern fixtures permits 
an almost endless arrangement of special and seasonal displays, when and 
where they are needed. It is just as important to keep abreast of modern 
fixture design as it is to know about the latest bookkeeping or advertising 
technique. Are you up to date? 


Just because a store is pretty doesn’t mean that it is also profitable. 
But a store that is modern in appearance is usually also modern in all 
phases of its operations, including sales and profits. 


Some sell Cadillaes .. . 


Should I sell Cadillacs—or should I sell Chevrolets? That’s a problem 
that many dealers seem to face when they sit down to select new items or 
models in a line. 


Most store managers want to carry the top quality items, but they also 
want these items to be competitive with a Sears’ promotional line. This 
just can’t be done. 


The fact is that there are customers who buy only Cadillacs, and there 
are also people who buy only Chevrolets. It’s very difficult to sell both types 
of customers, and there are lots more buyers of Chevrolets than Cadillacs. 


What you decide to sell in your store must be determined by the type of 
customers in your market area and the “atmosphere” you have created in 
your store. 


If you decide to sell only the higher priced, top quality lines—the Cadil- 
lacs—(and some stores do this successfully) then you can’t be worrying 
about Sears’ prices. And you can’t expect to work up a high volume. When 
you sell the Cadillacs, you must make your profit by a larger margin on a 
smaller volume. 


The important fact to remember is that you can’t satisfy everybody. 
You’ll just end up with ulcers if you try. You must decide which would be 
the most profitable for you . . . Cadillacs or Chevrolets ... and concen- 
trate on that type. 


Of course, you will carry a good price selection—some Chevvy’s are low 
priced, but some models get pretty expensive—but you won’t try and blanket 
the whole field. Nobody can do that and do it well. 
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A red-hot special designed by ILCO to give your 
night latch sales a potent shot in the arm. 


The attractive, rugged ILCO D220 at an unprecedented low 
price — $1.98 retail. . . rich-looking, rose-gold~ case, dull 
brass finish cylinder, polished ring and plug... striking in 
appearance, 5 pin tumbler security, and that lovely ‘“‘come-on”’ 
retail price of $1.98. 


And to top it all off, you've got a real sales clincher in ILCO’s 
eye-catching Do-it-yourself Display Unit. The display includes 
the D220 and two other higher priced latches, giving you an 
ideal opportunity to trade up each sale. 
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If your jobber cannot supply you, write us. 


INDEPENDENT LOCK CO. 


e Fitchburg, Mass. 





(slightly bagher west of Pockses) 
















Sales-Building Counter Display No. DP65 
consists of 2 boring tools —- 6 each of 3 
popular night latches (including D220) 
— colorful free display. You pay only 
for latches and tools. You loan the tools 
on a $2 deposit. 


BY WASHINGTON 


Minimum Wage Battle Stalled, 
But Is Expected To Continue 


If you oppose extension of the Federal minimum 
wage law to merchandising operations, don’t figure 
the battle has been won yet. 

It’s pretty certain Congress won’t take final action 
on any minimum wage legislation this year. But the 
matter will still be pending when the lawmakers re- 
convene next January. 

Officials of the Retail Clerks Union are reportedly 
preparing a new tack in their efforts to bring store 
employees under the minimum wage. They’ll try to 
get Congress to consider a bill to extend coverage 
only to retail workers, leaving the exemption intact 
for farm, service, and other workers. They figure 
this would remove some of the most powerful op- 
position to extension. 

They want retail workers to be paid at least $1 
an hour, but without mandatory overtime pay. 


Figure out what it would mean to you if all stores wm 
your area grossing more than $500,000 a year paid 
at least $1 an hour for starting employees. Be pre- 
pared to tell your Congressmen early next year how 
extension would have affected you. 


Small Business Administration 
May Become Permanent Agency 


It looks as though the Small Business Administra- 
tion will become a permanent Government agency and 
its powers to make loans will be increased. 

Congressmen have taken the initiative and are push- 
ing legislation to make SBA permanent. The agency 
was formed in 1953 for a two-year period and ex- 
tended once. It will go out of business on July 1 
unless it is either extended again or made permanent. 

The proposed legislation would also more than 
double (from $230 million to $500 million) the amount 
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SBA could have outstanding as loans to dealers and 
other small firms at one time. 

As originally drafted, the bill would also reduce 
the maximum SBA loan interest rate from the present 
6 percent to 5 percent. 


If you need a loan and are having trouble getting one, 
contact SBA through your bank or write directly to 
Washington. Ask about the limited loan participation 
program. If you don’t need a loan now, keep SBA in 
mind for the future. 


Expect To Pay More in Freight 
Charges for Rail-Shipped Goods 


Your freight bills are going to go up again in the 
next few months. The best guess is that you’ll be 
paying about 10 percent more in shipping charges. 

The Interstate Commerce Commission has wound 
up hearings ‘on requests by most of the nation’s rail- 
roads for higher rates. 

Eastern railroads have asked for a 15 percent hike; 
western lines a 17 percent boost, and southern lines 
a 10 percent increase. These increases would be on 
top of hikes of 5 and 7 percent granted early this year. 

When the commission approves a rate increase for 
the railroads, the truck companies are expected to 
seek similar increases. So no matter where you are 
located, or how you ship, you can expect to pay higher 
freight charges. 


Plan on paying higher freight bills sometime this 
summer or fall. Review your shipping policies. Con- 
sider buying more from nearby suppliers as a possible 
method of shaving freight costs. 7 
(Continued on page 62) 
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ce \ EASY-TO-SELL EXCLUSIVE FEATURES! 
NEW TO ous 


NOW! tia 


PROMOTION 
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POWER 












MODEL 
NO.1350 


+. PATENTED TRAP-LOCK CUTTER TEETH 
clean cuts every time because they trap the 
material to be cut 

7 NEW TRIPLE-DUTY HANDLE 
side handle attaches on either side of 
trimmer or attaches on rear 

a NEW EXTENSION HANDLE 
attaches on back; makes hard-to-reach 


spots easy to reach (opticnal at extra cost) SUGGESTED RETAIL 
ye STREAMLINED NEW DESIGN, NEW COLORS only $2995 
eater has a sparkling silver lustre, bright red handles 
4 eee eessaeet CORP and cord; streamlined like a new jet plane 


| NOWHERE ELSE SUCH SELF-SELLING VALUE! 










6%" SAW 


Up to 15 times longer life with 

exclusive automatic safety clutch! 

f ® Automatic safety clutch virtually stops 
motor burnout, major cause saw damage 

® Powerful 1-1/5 h.p., 4700 RPM motor 

© Cuts a 2 x 4 at 45° in one cut 

® Equipped with rip guide, adjustable shce 
for angle cuts, automatic telescoping 
safety blade guard 





SUGGESTED RETAIL 


FOR only $4UQ8S 
, SIZZLING HOT 
SPECIALS 


ood 


Big space advertising in 













POWER 
magazines like the power- os Cc i L LAT t a G 
ful Saturday Evening Post SAN D Ele 


f Powerful universal ac/dc motor — 115 
: rm o volts, makes 3500 orbits per minute 
will touch off a sto Knurled rollers lock sanding sheet 
easily, positively 

V4"' sponge rubber sanding pad — oil SUGGESTED RETAIL 


and grease resistant 
: ‘ Specially designed cast aluminum * 
in g Bike pm ate speci als housing — permits perfect ‘‘feather- only 95 
f this edging’’ and corner sanding 
°o 
Take advantage 














sales for these volume-sell- 




















eS a SS aD: ee CP ey See 
: : il to: George Weatherby, Sales Mana : 
powerful promotion. ata PORTABLE ELECTRIC TOOLS, INC. HA 6/20 
. : 32 . BIRD STREET 

send complete details if CHICAGO 20, ILLINOIS 

Please send me complete information on “Sizzling Spring 
you just a Specials” by Shopmate, immediately! 

NAME 
ON TODAY! 

MAIL COUP semen 

FIRM 

ADDRESS 

| CITY STATE 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


should you 


> Should you open Sundays? That’s the big retailing debate these days. 

open Sunday - Those favoring Sunday openings point out the entire family shops to- 
gether that day; they claim a large percentage of sales come Sundays. 
Those against say it destroys the day’s religious meaning, robs millions 
of their traditional day of rest, and increases costs of running store. 
Watch for the issue to get hotter as competition increases. HA Recom- 
mendation: Prepare to face this problem in your area. Study the matter 
closely. Sound out your customers for their ideas. Ask yourself if 
Sunday volume would cover the added expense of opening. Getting em- 
ployees to work Sundays may turn out to be a big problem. Organize 
with other retailers to fight this trend. 





highway 
: Highway switches may affect business in many areas. The new Federal 
switches a etki highway program calls for by-passes around many towns. Some areas 
complain business is off since by-passes were built; but most welcome 
the change, say business is up since there’s more room for local traffic. 
HA Recommendation: Don’t be alarmed if a by-pass is planned for your 
town. Find out how much business comes from through traffic. Consider 
the effect on local parking. Use that as a guide to your stand. Highway 
act requires public hearings on economic effects of any proposed by-pass; 
be prepared to testify at hearings. 





competition 

; E Competition for customer dollars leads more non-hardware stores into 

is growing ... carrying hardware store items. For instance, F. W. Woolworth Co. adds 
lines not formerly associated with variety chains, points out do-it-your- 
self tools today are popular Woolworth sellers. Food chains, enthused by 
sales of non-food items, prepare to expand these departments. HA 
Recommendation: The oft-repeated advice about consistent, aggressive 
promotion and the stressing of quality and service is still the best. Stock 
check lists to keep you in stock on most popular items are especially 
important. 


expand now? 


Is this the time to expand your business? Yes and no, say the experts. 

yes and re With the population increasing by 8,000 a day, 200 new businesses are 
needed every day. That’s because statistics show one business is needed 
for each 40 persons. Still, caution is urged. Business failures in many 
retail fields have been rising in recent months. HA Recommendation: 
Before deciding whether to expand, check the population trend; is the 
area growing? Are there any new industries or housing developments? 
These are important clues as to whether you should expand now. 


...turn to p. 96 for more news on how’s the hardware business 
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"THIS MERCHANDISER FREE WITH YOUR INITIAL ORDER | 





Your Profit 
is over 38% 


ORDER NOW! Here's the Weldwood Adhesive assort- 
ment with FREE counter merchandiser that will put your 
glue business up in the high-profit brackets. 





SIZE RETAIL PRICE QUANTITY 
WELDWOOD 3 oz. $ .35 12 
PLASTIC RESIN GLUE 8 oz. 65 8 
4 oz. .29 24 
WELDWOOD 1%, oz. .40 24 
CONTACT CEMENT 3 2. 70 12 
] pt. 1.45 6 
3, Oz. 19 24 
WELDWOOD 1%, oz. 29 12 
PRESTO-SET GLUE 31/2 02. 49 12 
9% oz. .99 4 
WELDWOOD WATERPROOF os ae . 
RESORCINAL GLUE 
Set a $64.94 
CS ere ee ee FREE 
I SSI apie ae > SRO RD Bp ar 39.88* 
EES Sait Marra vi wed U ones da bs eee 


*Prices U. S. A. 
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UNITED STATES PLYWOOD CORPORATION i 
Dept. HA6-20, 55 West 44th Street ; 
New York 36, N. Y. I 
I 

Please rush me my Weldwood Adhesive Center (counter model) i 
complete with assortment described above, at special price of 
$39.88. HA6-20-57 
SIGE 5... 0 6 0 0 6 cakes Ua Sh hbSdsE oN RCah coed hb bens 4éeane 
i 

SPN: ven add Ges CURwORSeC CONS OHS sD ORdEe bE eeehees 65 6068 
Street Address City Zone State. .... : 
TED. + «oc budaeeas thie eins bit he seeks Canta eeenéone ; 
BS beh MORN Rc dc ccenstscewsanen . Zone State , : 
Ccemewemenancnasusauenens _— —_— —— ae wo ee as ss Ss Ss aS SOc —— 


Double your giue profits 


—Wwith less inventory 
—in less counter space 


with the new Weldwood® 
Counter Model 
Adhesive Center 


@ $25.06 profit on a $39.88 investment 


over 38‘ profit everv turnover. 


@ A complete package — the merchan- 
diser, plus a balanced inventory of fast- 
selling types and sizes. You cover 95% 
of your glue market with 4 products. 


@ Color-keved chart helps customers se- 
lect the right glue. Answers more than 
100 questions. Sells while youre busy 
with other customers. 


@ Prices clearly marked on merchandis- 
ing display unit. 


a Sturdy, compact merchandiser will 
keep making profits for you for years. 


@ Extensive national advertising steps 
up your turnover. 


Welildwood 


The best kno 


wn name in glue 


Nationally advertised to step up your sa/es 


HURRY! MAIL THIS 
COUPON TODAY! 














HERE 1S THE LATEST INFORMATION ON NEW MERCHANDISE 





Tubular claw hammer line 


Five hammers have been added 
to round out the V & B tubular 
steel claw hammer line. Hammers 
in the line are 16 and 13 oz nail, 
16 oz ripping, and 20 oz ripping 
with plain or milled face. All ham- 
mers have chrome plated spring 
tempered tubular steel handles 
shaped like hickory handles. The 
tools also have standard V & B 
heads, natural rubber grips and 
pressure locked head with non-slip 


claws. Vaughan & Bushnell Mfg. 
Co. 


For more data circle No. 1 on postcard, p. 71 


Gutter guard that snaps on 


An improved version of the 
Snap-On Gutter Guard is available 
for covering eave troughs perma- 
nently. The do-it-yourself item 
snaps easily into place and protects 
rain gutters from being clogged 
with leaves and debris. Snap-On 
comes in 2 ft lengths with an alu- 
minum molding. A guard for cop- 


14 


per gutters is supplied with a poly- 
ester film on the molding to prevent 
electrolytic action. Lockhart Mfg. 
Co. 


For more data circle No. 2 on postcard, p. 71 


Steel outdoor insect torch 
Ex-Ter-Miskee-Ter outdoor torch 
adds firelight to outside gatherings 
and rids the area of flying insects. 
Your outdoor customers will want 
this rust resistant steel torch for 
around their gardens, patios, swim- 
ming pools, ete. Torch tank holds 
3 pints of fuel and burns about 12 


hours. The $5.95 item has a 2-sec- 
tion 6 ft stake with black lacquer 
finish and steel tube joiner. Garco 
Mfg. Co. 


For more data circle No. 3 on postcard, p. 71 


H-O gage train outfits 


Lionel has added H-O gage 
trains to its line. Adult hobby- 
ists will be interested in the five 
ready-to-run diesel and steam out- 
fits in the $25 to $50 range. Triple 
unit diesels, 21 different cars, and 


an assortment of track, switches 
and track accessories featuring the 


Lionel power pack. Lionel Corp. 
For more data circle No. 4 on postcard, p. 71 


_— 


Casement window stripping 


Home owners and apartment 
dwellers will be customers for this 
casement window weather strip- 
ping made of 100 percent virgin 
vinyl. The gray material seals 
wood or metal windows tightly and 
does not interfere with their oper- 
ation. It resists moisture and won’t 
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Want more information on these 
products? Then use free post 
card on page /1. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 








crack or peel. A do-it-yourself kit 
contains 18 continuous feet of ma- 
terial and a tube of adhesive. Also 
available in 500 ft coils in self-dis- 
pensing cartons. Shuford Mills, 
Ine. 


For more data circle No. 5 on postcard, p. 71 


Long loaf angel cake pans 


Homemakers will be customers 
for this line of long loaf angel cake 
pans. The baking pan comes with 
a sliding lock-on cover for carrying 
and storage and is available with 
or without legs. Holds a full 138 
egg recipe or standard package 
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mix. Prices are: pan, $2.65; with 
legs $2.95; with cover, $3.65; with 
legs and cover, $3.95. West Bend 
Aluminum Co. 


For more data circle No. 6 on postcard, p. 71 


Garbage odor controller 
Kan-Kare is an aerosol spray 
that eliminates garbage can odors. 
The formulation controls decay in- 
ducing bacteria and also kills flies 
and maggots and prevents their 





breeding. Comes in a 10 oz aerosol 
can. A-M-R Chemical Corp. 


For more data circle No. 7 on postcard, p. 7! 


Low cost portable sander 


This light-weight belt sander is 
a heavy-duty model to handle a 
variety of sanding jobs by the prce- 
fessional or do-it-yourselfer. Its 
universal 115 volt motor powers a 
3x21 in. belt. Features include a 
polished aluminum housing, special! 
velt tension device for quick change, 
trigger switch and push button 





lock. The tool is 1134 in. long and 
7 in. high. Porter-Cable Machine 
Co. 


For more data circle No. 8 on postcard, p. 71 


Chrome bar stool with back 
This chrome bar stool with back 
retails for $13.95. The 30 in. high 
stool has an easy swivel seat and 
comes packed individually set up. 
The back and seat are upholstered 





in red, green, or turquoise. Mar- 
shallan Mfg. Co. 
For more data circle No. 9 on postcard, p. 71 


(Continued on page 68) 
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NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post 
card on page /1. 


HELP YOU SELL MORE 





Insecticide squeeze cans 


Black Flag insecticide powder 
and Flea-Tick and Louse powder 




















are now available in squeeze cans 
in addition to the shaker cans. In- 
secticide powder comes in a 2% oz 
size retailing at 50¢. The Flea- 
Tick and Louse powder comes in a 
3 oz quantity for 50¢. Boyle-Mid- 
way, Inc. 


For more data circle No. 10 on postcard, p. 71 


iron railing demonstrator 


Here is a wrought iron railing 
display for Versa railing centered 











around a full size unit that helps 
customers visualize installed rail- 
ing. You can demonstrate installa- 
tion, rigidity, and construction with 
three basic parts in 12 x 44 in. of 
floor space. Display is available 
free with the first order of Versa 
prepackaged adjustable wrought 
iron railing. Versa Products Co. 

For more data circle No. 11 on postcard, p. 71 


Two-sided seat display 


Here is a two-sided counter and 
window display for Puritan 600 
toilet seats. The unit accommo- 


orevan- 


PURITAN 3 
PURITAN 


re 








dates two seats and emphasizes im- 
portant sales features by facilitat- 
ing close customer inspection. Color 
samples of the 11 available shades 
are also shown. Available without 
charge. Century Products, Inc. 


For more data circle No. 12 on postcard, p. 71 


Plastic floor mat rack 

A free merchandiser rack is now 
available for Tidy-Mat, a trans- 
parent ribbed plastic floor and car- 






























pet protector. The rack holds three 
100 ft rolls of 30 in. flexible mate- 
rial, including one storage roll. A 
non-slip feed is a feature of the 
rack. The unit is available with the 
first order of 300 ft of 50 or 100 ft 
rolls. Gering Products, Inc. 


For more data circle No. 13 on postcard, p. 71 


Matching paint brush rack 

This display rack harmonizes 
with the Gold Crest line of paint 
brushes it displays. The gold-fer- 
ruled line of quality brushes are 

























he GOLD Crest. ¢ 
Yous prERRULE 


Ried soy ¢- a 
ALISO 





(Continued on page 86) 
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Nobody, But Nobody But 
Backs YOU with a "S 





..wille aggressive CONSUMER A 


) 
telling the story of HANDI-CALK’S Many Uses ie 


. « « in: POPULAR MECHANICS, the 
handyman’s bible ... in PARADE, 
popular Sunday supplement with its 
56 big markets from coast to coast 
. « . in SUNSET, the magazine of West- na | 3 <] enmecaun enema 2: 
ern living. A full schedule that brings 

the story of Handi-calk’s many uses to 

millions of consumers. 


and offering FREE this 


Home Calk CHECK LIST 


pease so telling em Where and How to Calk 


Fon THE HO 


ie 


» « « @ Vital part of Handi-calk’s educational 
campaign that points out how a calking stitch 
in time saves money on expensive repairs due 
to cracks and gaps that admit moisture, dirt, 
dust, soot and insects. 


PLUS this Attractive SELF-SERVE 


WIRE DISPLAYER 


that gives you a silent salesman! 


» a sturdy wire displayer that holds 10 
cartridges of Handi-calk, yet takes less than 
one square foot of counter space. It telegraphs 
a selling message and has a pocket for FREE 
copies of our new HOME CALK CHECK LIST. 





THE GIBSON-HOMANS COMPANY 


2366 WOODHILL RD CLEVELAND 6, OHIO 


ST atiilelale Mm @elibiolaalle Burbank, California 
Conyers, Georgia Matawan, New Jersey 


Portland, Oregon 


ASK YOUR WHOLESALER 
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| Yopoe R’S foreline Cabinet Hardware |-A 
Black-Kote And Crome-Brite YOURSELF 
Square Concave Knobs 


Retail Price 
me.06 Gleceeem ie oq. . . 1... - = OE 
No. 586 Black-Kote, I'/,"Sq. . .. Cun ee 
yom. 096 Gieckee be OG Cw kw lt Ce 

Black-Kote Foreline Square Knobs as illustrated are Metal 
Die Cast, New Modern Styling, Durable Quality Products. 
Coated in a Durable Black-Kote finish. 
Compre, (Va Sa... 5 tk le tle a 
Sr re 
Cromeemrs 076 9G... wk le tl 
Crome-Brite Foreline Square Knobs as illustrated are 
Metal Die Cast, New Distinctive Styling for Modern Cabi- 
nets. Beautifully Plated in a Brilliant Crome-Brite finish. 
All Cabinet Hardware packaged in an Eye-appealing, 
Colorful Display Box, complete with Screws. Sensational 
New Do-It-Yourself Merchandising Counter Display Boxes. 


iol) 1- a FORE-LINE SQUARE 


cabinet. hardware 


SQUARE BACK PLATES 
CHROME Retail Price 


.520 Chrome Back Plate, 2!/,""Sq.. . . . I%9¢ 
.525 Chrome Back Plate,3''Sq. . . . . 25¢ 


BRASS Retail Price 


.522 Brass Back Plate, 2!/,"Sq.. . . . . 25¢ 
(Oat Grets Gack Plate, 3° Sa.) . ns. a 


COPPER Retail Price 


.523 Copper Back Plate, 2'!/."Sq.. . . . 25¢ 
.528 Copper Back Plate, 3'"Sq. . . . . 29¢ 











Foreline Square Back Plates as illustrated above are 
either Copper-Nickel-Chrome Plated or Satin-Brass or 
Satin-Copper Plated. Modern in Design, Beautifully 
Styled, Matching the Foreline Square Concave Knobs. 


Square Protector Plates are packaged in Do-It-Yourself Display 


Boxes which are Eye-appealing, Colorful and very attractive. 
Eye-catching Display Boxes for impulse buying. 


QUALITY PRODUCTS 


@) 5D & ee . 3 1823 East 17th Street 
MANUFACTURING COMPANY Shasl-we dela Gaeta delat tel; 
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R-marked American Chain 


brightens your profit picture! 


American Chain is color-marked for instant 
brand identification! 

American Chain is color-marked for easy 
measurement! 

American Chain is color-marked for pro- 
tection against error! 
That is the big new idea in chain selling that saves 
you time, insures accuracy in selling, pleases your 
customers and increases sales of American Chain. 

For now American Chain is marked, at intervals of 

approximately five feet, with a distinctive, self-identi- 
fying color band of stick-tight tape. These bands of 
tape each bear the brand name ACCO, also the grade 
of the chain (Proof Coil, BBB, High Test, Alloy). 


Tapes are in standard industry colors as follows: 


GREEN for ACCO Proof Coil 
as. «ee 
BLUE....... for ACCO High Test 

for ACCO Alloy 


Containers are marked with the same colors 


Quick Identification * You and your customers can see 
instantly what grade the chain is, and that it is American 
Chain—the very best in chain quality and value. This 
eliminates the possibility of confusion and error. It 
makes both selling and buying easier, faster, more sat- 
isfactory all around. 

Easy Measurement ° It is a simple matter to measure 
off any desired length of chain, in seconds, thanks to 
these bright, durable color markers which appear ap- 
proximately every five feet of the chain. 

Full Protection « These color markers assure your cus- 
tomer that he is getting the right length and the right 
grade of genuine ACCO-made chain he wants. Even a 
color-blind person can identify the chain from the 
easily-read color markings. 

Order these color-marked, easily-identified American Chains 
from our authorized American Chain Distributor. He is pre- 
pared to give you the very finest, promptest chain service. 


Write us at York, Pa., for booklet, "Finger Tip Facts about Chain” 
American Chain Division ACC¢cO 
AMERICAN CHAIN & CABLE SS 


Bridgeport, Conn. * Factories: *York and “Braddock, Pa. 








Sales Offices: *Atlanta. Boston. *Chicago, *Denver, Detroit 
*Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh 


‘indicates Warehouse Stocks *Portland. Ore.. *San Francisco 





ACCO 


for Better 


Packages for Shelf Chain Items 


All AMERICAN CHAIN shelf items now 
come in attractive blue-and-gold pack- 
ages (see above) which make it easy for 
you and your salespeople to locate any 
packaged chain item in seconds. The 
colorful packages on your shelves and 
counters will attract customers and 
build chain sales for you. 


New ACCO-PAILS 


ACCO-PAILS of Proof and BBB Coil 
Chain make attractive displays on 
counters, or in any store location. 
Newly-designed labels now make them 
brighter and more colorful. Labels are 
in standard industry colors for instant 
identification: GREEN for Proof Coil 
Chain, RED for BBB Coil Chain. 


New Sabvuns 
for Quick Identification 


These new ACCO cartons, used for 
packing many shelf-item packages as well 
as certain bulk items, are self-identifying. 
Each has an all-around ACCO design in 
blue and gold—and each is clearly labeled 
as to its contents. Very handy to stock, 
store and display. 


Steel Drums 


for Bulk Chain Selling 


Sturdy steel storage drums, with 
readily removable tops, are used for 
ACCO Proof Coil, BBB Coil, High Test 
and Alloy chain. Each drum now bears 
a colored label for easy identification. 


Newly Improved 
Chain Sales-Maker 


The convenient, popular ACCO CHAIN 
SALES-MAKER has been improved by the 
addition of a quick-action cutting bar, 
which permits snipping off just the length 
of chain desired. Saves time and steps. 


With the attractive Chain Sales-/laker, 
you can display a wide assortment of 
chain in very little floor space. Your cus- 
tomers can see and feel the chain—and 
buy it! 

The Chain Sales- Maker is shipped 
complete with your choice of several chain 
assortments (ask your Distributor about 
these); chain comes on reels; packaged 
refills, on reels, available. Illustrated is 
Assortment 38, our most popular one. 


Assortment No. 38 (7 reels) 

175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 

75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


Why Acco’s new packaging 
program means easier, 
faster chain sales! 


Never before has any sales-stimulating idea presented hardware 
dealers with greater opportunities to increase their chain volume 
than has ACCO’s great new packaging program. 

Now the entire American Chain line of hardware-store products 
is packaged in distinctive containers that make it easy for the 
customer to select exactly what he wants, quick as a flash. And 
the ACCO packaging enables you, the dealer, to locate desired 
items in seconds... to display your American Chain stock in a 
neat, effective, inviting manner...to control your inventories 
more easily ... and finally, to sell more chains in less time and 
with less effort. 

Typical packages are pictured on this page: boxes, cartons, 
steel drums, ACCO-PAILS and the quick-action ACCO Chain Sales- 
maker. All containers are labeled in bright colors for instant 
identification of the ACCO brand name, also of the contents of 
the container. 

All these ACCO packages have high impact and recognition 
value. They not only identify the merchandise, but help identify 
your store as headquarters for the very best in chain quality and 
value— American Chain! 


Order through your American Chain Distributor 
He is willing and able 
to give you prompt chain service at all times 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, 
*indicates Warehouse Stocks *Portiand, Ore., *San Francisco 
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with special selvages 
— the key to 
better screening jobs 


Here’s a compelling sales feature for your cus- 
tomers—the gold strand that marks the special : Ten-wire selvage 
reinforced selvages of Gold Strand Insect Wire HF (all round wires) 
Screening. It will mean better screening jobs for — 
them... and more satisfied customers for you. : 

These special selvages assure long screen life . . . 
provide a good body for tacking . . . help prevent 
screen from pulling out of molding. What’s more, 
Gold Strand Screening lies flat—a feature that’s 
important to the do-it-yourself handyman as well 
as the professional. 

Gold Strand is offered with special ten-wire sel- 
vage or the even stronger twelve-wire selvage. Avail- 
able in Galvanoid, Antique or Bright Bronze, and 
Aluminum... a screen to meet every type of job... 
to fit every pocketbook. 

What’s more you don’t have to carry a large 
inventory. That’s because Gold Strand is made by 
the largest producer of insect wire screening—a 
producer who can deliver promptly from a well- 
stocked, nearby warehouse. Contact your jobber 
for full details. 


GOLD STRAND 


INSECT WIRE SCREENING 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 








> 
: 





Twelve-wire selvage (five flat 


wires and seven round wires) 



























4462 THE COLORADO FUEL AND IRON CORPORATION : : _#§ | 
WICK WIRE SPENCER STEEL DIVISION—Ationta + Boston «+ Buffalo « Chicago « Detroit * New Orleans * NewYork «+ Philadelphia 
THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * Amarillo «+ Billings * Boise * Butte * Casper «+ Denver é 


Eli Paso Os Ft. Worth « Houston - Lincoln (Neb.) e losAngeles * Oakland a: Oklahoma City . Phoenix -°« Portland 
Pueblo « Saltlake City * San Francisco «© Seattle * Spokane © Wichita e« CF&Il OFFICES IN CANADA: Toronto -© Montreal 
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“LOOK” ALUMINUM AWNING WINDOW is shown fully assembled. Used where sliding or turning contact might occur has been shielded or bushed 
in its construction are 57 parts of Du Pont ZyTeL, some of which are illus- with ZyTe.. ZYTEL nylon was chosen because it has outstanding resistance to 
trated. Due to the low-friction properties of ZyTet nylon, the window is as wear and abrasion, cannot rust, is very durable and needs no maintenance. 
friction-free as a window can be, with never a need tor oiling. Every point (“Look” window is made by Vun-Russ Company, Inc., Hialeah, Florida.) 





% 


PUMP ROLLERS of ZYTE! nylon are unaff cted by the insect, weed and cattle ‘““GYM-DANDY WHIRLWIND” depends on strong, molded bush 
sprays or liquid fertilizers handled by the pump. Heavy-duty pump slips ings of Du Pont Zyret to withstand the rough beating given by 
directly on tractor take-off shaft. Rugged rollers resist wear at high pump’ children at play. Bushings resist flattening action of pumping 
pressures, even when handling liquids containing wettable powders. (Rollers levers . . . need little or no oiling, so that staining of children’s 
molded by Minneapolis Plastic Molders, Inc., Minneapolis, Minnesota; clothes is prevented. (““Whirlwind” by Universal Manufacturing 
pump by Hypro Engineering Company, Minneapolis, Minnesota.) Company, Bossier City. Louisiana.) 
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hardware of Du Pont 








AUTOMATIC ELECTRIC PENCIL SHARPENER wears longer and operates 
more quietly due to its sturdy parts of Zyret nylon. Parts of ZyTEL, such as 
the combined gear and bearing shown above, often replace complex metal 
assemblies with no loss in strength. Cutter shafts have good rigidity. (Parts 
molded by The Ark, Inc., St. Louis, Missouri, for Stile-Craft Manufacturers, 
Inc., St. Louis, Missouri.) 





IMPACT TUBE ies bees Meter ‘r powerboat speedometer is molded of strong 
Zytet nylon. Mounted in a bracket on the transom of the boat below the 
water line, this Pitot tube transmits water pressure through tubing to the 
speedometer dial. Tough, resilient Du Pont ZyTeL resists pounding, as well 
as impact with bottom or floating =e ts. ZYTEL cannot corrode, even in salt 
water. (Molded by Boonton Molding Company, Boonton, New Jersey, for 
Aqua Meter Division, Ketchum & McDougall, Inc., Roseland, New Jersey.) 


3 WIT SR ee 


nt ALATHON’ polyethyle 





PLASTIC FEET made of Du Pont ALatuon polyethylene resin lend a 
smart look to household furnishings and are available in standard 
colors. The surface of ALATHON is soft and smooth, will not mar or 
scratch floors or furniture. Parts made of ALATHON are tough, du- 
rable, chemically inert. (Molded by Paragon Molding Company, Mel- 
rose Park, Illinois.) 








ZYTEL nylon resin 


pian manufacturers who keep posted on the 
properties of modern materials often select ZYTEL 
nylon to do jobs no other material can do so well... a 
fact illustrated by the products shown at left. 


Did you know, for instance. that when gears and 
sleeve bearings are run in the presence of sand and grit. 
ZYTEL will outwear parts made of steel? Or, that ZYTEL. 
has just as good bearing properties as babbitt metal and 
much better abrasion resistance? ZYTEL nylon is so hard 
and smooth and has so little surface friction that me- 
chanical parts made of ZYTEL can get along either with- 


out lubrication entirely or with just an occasional drop 
of oil. 


Look at some of the other advantages of parts of 
ZYTEL nylon resin. It is so resistant to blows and shocks 
that it is often featured as “unbreakable.” ZYTEL is used 
in electrical hardware, because it is a good insulator and 
has high strength even when molded in very thin sec- 
tions. It can be made in beautiful, customer-pleasing 
colors. Soaps, detergents, household solvents, waxes, 
oils, paints and, in fact, almost any chemical used in the 
home leaves Du Pont ZYTEL unaffected, even after long 
contact. 


For these reasons, customers who know about Du Pont 
ZYTEL nylon resin are pleased when they find it used in 
a hardware product. As for those who don’t realize the 
great strength, durability and other valuable qualities 
of ZYTEL ... wed appreciate your telling them about it. 


. aa . 
Want more facts about ZYTEL? Clip the coupon and 
mail it to us for more complete information on the 
properties and applications of Du Pont ZYTEL nylon 


am 


REG. U.S. PAT. OFF 
BETTER THINGS FOR BETTER LIVING... _ THROUGH CHEMISTRY 





E. I. du Pont de Nemours & Co. (Inc.), Polychemicals Dept. 
Room 206, Du Pont Building, Wilmington 98, Delaware 


Please send me more information on Du Pont Zyret nylon resin. 


I am interested in evaluating this material for 


Name = 7 

Company____ Position 

ee me ae 
RCS ' i titaieninerrincnhinns 


Type of Business 





in Canada: DuPontCompany of Canada (1956) Ltu., P.0. Box 660, Montreal, Quebec. 
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No. 5517 
49c Retail 











No. 6617 
59c Retail 

















No. 517 
89c Retail 
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No. 518 
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No. 1517 
$1.69 Retail 


The BIG SEASON for these BIG SELLERS is just ahead... 
vacation time! Millions of children riding their bikes to 
swimming pools, picnics and other vacation time activities 

will want Master protection. Check your stock now... 

order from your wholesaler. Master’s complete line lets 


you-meet any need... any price! 


Master Jock Company, Milwaukee 45, Wis, © Wovldé-Largest Padlock Momufacinuns 
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e hotel reservations for you- 











Suite 110 
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Now Perfection 1s selling 
only through 
independent 
_ distributors... 


our dealers 


make more money 


“Our selected distributor can give 
you ‘on the spot’ personal help—that will 
increase your sales and profits.”’ 


C. W. MILLSOM, Vice President Sales 
Perfection Industries 








Your money isn’t tied up. Your distributor carries 
most of your stock. He can deliver immediately. 


You'll get a faster turnover. You carry only fast 
movers. And you’ll move them fast with exclusive 
Perfection features. 

Your Perfection distributor has a complete pro- 
You'll get a profit from every sale. Perfection gram. A complete dealer advertising and promotional 
products are priced for profit. It costs you /ess to do program to tie-in with Perfection’s national advertising. 
business when you deal with a Perfection distributor. 

Attention — There are a few territories still 
You'll have a prouuct priced for every cus- open ...call, wire or write Perfection today! 
tomer. The same prices you used to pay direct and 
you also get personal distributor service. 


Your Perfection distributor has a complete 


line. A really wide range of Space Heaters, 
Window Air Conditioners, Ranges and ® 
Water Heaters—gas, oil, electric. HUPP 


GUARANTEED COMFORT... SINCE 1888 
Perfection Industries « Cleveland 10, Ohio 
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WIRE RACK DISPLAYS BUILD_ 


—> SB 10] oD 


BRAND 


in handy dispenser 


Scorcn 
Masking Tape 


eee statis 


$9.48 PROFIT 
(RACK FREE) 


Attractive display stimulates impulse sales. 


Strong national advertising in BETTER HOMES & GAR- 
DENS and AMERICAN HOME, on network radio and TV 
builds brand familiarity, wins wide consumer acceptance. 


EACH RACK Dis- 
PLAYS ALL SIZES 
IN LESS THAN A 
SQUARE FOOT OF 
New cutter-edge carton adds extra convenience. COUNTER SPACE! 


Free wall hanger features painting check list, includes folder 
of painting tips. Builds extra sales of related items. Ask your 


3M sales representative for details. ae piltlatil bab bs wet, 
SCOTCH Masking Tape 


ganouve T Ge 


The term “‘Scorcn” and the plaid design are registered trademarks of Minnesota Mining & Mfg. Co., St. Paul 6, Minn. Export Sales Office: 


99 Park Ave., New York 16, N.Y. In Canada: P.O. Box 757, London, Ontario. Senac™ 
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show it 
-“ sell it 


Columbian 


PURE MANILA 


SACROM ROPE HYLOW ROPE 


ROPE 


this NEW 
COLUMBIAN ROPE 


merchandiser 

















will stretch your 





rope sales 


Columbian Rope Merchandiser No. 57 
Size 54/2” long—44'.” high without sign—23'4” 
deep. Sign—i2'7.” high. Comes knocked down. Can 
be easily assembled in afew minutes. Construction 
—Heavy gauge steel finished in light grey enamel. 








The better you show a product, the better you'll You can complete a sale in the time it takes you to 
sell it. And this new Columbian Rope Merchandiser cut a rope. And the unused rope remains coiled, 
has a display value that is an inviting reminder for ready for the next customer. 
rope purchasers. It will keep your Columbian Rope Columbian Manila Rope sells readily and in large 
Sales moving. quantities to boat-owners, homeowners, farmers — 
to everyone who uses rope. With the new Columbian 
Merchandiser, it’s an unbeatable sales-and-profit 


combination for you. For full information, write 
simple and accurate measuring device anda cutter. Columbian Rope Co., Auburn, N. Y. 


COLUMBIAN ROPE Company 
Auburn, “The Cordage City”, N. Y. 


The only rope with the red, white, and blue markers 


The new Merchandiser, ruggedly built, will hold 


Colpacks, coils and reels and is equipped with a 


ASK 
ROPE ¥ 


COLUMBIAN 


M TWINES 7 


a 
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> Plastic pe 


A completely new flexible plastic pipe 
" made only by Orangeburg...engineered to meet today’s 
tai challenging piping requirements. 










Slit-proof! Stronger—Gives superior service 


Orangeburg SP is a new, stronger, flexible plastic pipe that 
gives superior performance. Takes higher pressures, higher 
temperatures. Defies rough-handling, hot sun, sub-freezing 
temperatures. Does not corrode. Won't crack or break. Has a 
super-smooth bore that increases flow capacity, prevents 
build-up of pressure-reducing deposits. 


Orangeburg SP is the only flexible plastic pipe made from a 
superior new-type polyethylene resin which took ten years 
of research to perfect. This resin’s extremely high molecular 
weight gives exceptional strength and service life... superior 
——— qualities found only in Orangeburg SP Plastic Pipe. 
‘: Li ec t PROVED SUPERIORITY —Exhaustive tests prove Orangeburg 
: SP Plastic Pipe is completely slit-proof—free from “pin-hol- 
ing’! Exceeds every test known for polyethylene pipe! 
IDEALLY SUITED FOR water service lines, jet wells, under- 














COMPARE ground sprinkler systems, swimming pools, water and drainage 
THESE ADVANTAGES lines during construction, chemical process lines, air -condi- 
ile caiaead «< icaiedie tioner units—and many other installations. Sizes: Ye” to 2”. 
(no “pin-holing’) detergents or SPECIFY ORANGEBURG SP—made to metal-pipe diameters, 
soap solutions weighs only ¥% as much as steel, installs faster and at less cost. 
= Greater Light, flexible Opens many new cost-saving applications...opens new sales- 

a : ame handled frontiers in the hardware field. Send coupon now. 

uw Higher heat 











resistance = Lengths to 400’, Backed by ORANGEBURG... 64-year reputation for quality. 


: ' fewer fittings 
w Resists acids, 


alkalies, salts | = Low installed cost, SO ee eS Pee ee gee ae 
lasting service 

ORANGEBURG MANUFACTURING CO., INC 

ORANGEBURG, N. Y., Dept. HA-67 








Please send descriptive literature on new Orangeburg SP Plas- 











APPROVED FOR DRINKING tic Pipe. 
WATER SERVICE BY NATIONAL a 
SANITATION FOUNDATION ene gin 
ADDRESS. se ee oe re ee SRST TNS aE STN et 
ORANGEBURG MANUFACTURING CO., INC. CITY STATE 











Orangeburg, N.Y. Newark, Calif. 


’ 
—= ae ae ae eee ee ee eee ee ee 
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IT 

PAYS 

T0 

FEATURE 
THE 
FAVORITE... 


Vo 


Honestly, Everything’s Easier . . . 

When you feature America’s favorite 
—the true Flexscreen. Not only do 
you have the only brand customers 
know and trust — but you also have 
merchandise that’s a cinch to stock 
and sell. The Hooded Flexscreen, for 
example, fits 90% of all fireplaces with 
just 4 stock sizes... 





installation Is Se Easy... 

...1t’s a cinch for your customer to 
do the job. The simplified inside- 
mounting Flexscreen comes completely 
assembled in the carton—just 2 simple 
holes to drill—we even supply the 
drill! Just minutes required for a life- 
time of beauty and service on the 
hearth... 


The Complete Line for Complete Profits 


Every kind and size of firescreen, com- 
plete ensembles, andirons, firesets, 
hearth accessories—you'll find in the 
Flexscreen line. Plus the smart pro- 
motions and national advertising that 
pay off where it counts—in full mark- 
up sales on your floor. Get the facts— 
see your Flexscreen man—or write us 


today...657 North St., Norwich, N.Y. 


® 
4] 4 


TO STOCK... 


TO INSTALL... 


10 SELL... 








BENNETT - PRELAND INC. 
*  . ( 


HARDWARE AGE, JUNE 20, 1957 





4 


Minnesota 


PAINTS 


























Window valance 


Clock sign Bb Deeptone banner 





life-size display 


Kleen-Stik window stickers 
3-dimension Painter Paul plaques 
Cloth banner “How to” literature 
Envelope inserts 

Architectural specifications 


Reference book 


sc )0eR08 IU SeRUEOUSRENERS 





Special consumer booklet 

“Wet Paint” sign we Farm folder 
Ad mats, radio scripts 

Resort promotion 3 Can cards 
Minnflo banner 


PICTURE YOURSELF AS THE CUS- 
TOMER shopping for paint and you 
will see why Minnesota’s shopper- 
stopper merchandising makes paint 
sales easier, faster, more profitable. 
More than half your selling job is 
done for you with colorful, eye- 
catching, informative promotion 
pieces like those shown at right. 
Complete program includes every- 
thing you need for display and sales. 

With the Minnhue Custom Color 
System, no valuable shelf space is 
taken up by slow-moving colors. 
You reduce inventories yet provide 
a paint for every purpose and 294 
decorator colors! Mail coupon today! 









Minnesota Paints, Inc. 
1101 3rd Street South, Minneapolis, Minn. 


MINNEAPOLIS 


/ 
















FORT WAYNE 


ae \_ 











@ Please send full details on your 1957 merchandising plan 





Firm 





Address 
















City einen 








| 

| 

| 

| 

i 

i 

Name | 
| 

| 

| 

ATLANTA DALLAS 
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Pipe and Bolt 
Threading Machine 





with 1 Universal Die Head 
and 2 sets of Pipe Dies 4" to 2” 


A time-saving profit-making 
investment for your Pipe Service Department 
Full range of pipe and bolt dies for universal head available 


Complete machine, including Speed Chuck 
guaranteed to grip tight any pipe or conduit, 
forward, reverse . . . 1 universal quick-opening 
die head that adjusts to size right in machine, 
with 2 sets of dies, one for %”’ and %’’, one for 
1”, 1%’, 1%” and 2”. Roll type cut-off with 
self-centering full-floating cutter wheel . . . Five-flute 
cone reamer, %”’ to 2”’ . . . Above 3 tools operate 
independently, swing up out of way when not in use, 
so pipe can be chucked from front . . . Powerful 
115/120 volt universal motor . . . All 500 and 500A 
die heads and accessories fit this 535 machine .. . 
See all the other RIGID efficiency features 
of this remarkable 535 at your Supply House! 


You can't afford to thread, cut and ream pipe by hand! 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 





Which paint for masonry? 


How would you answer this question? And how would 
you be sure your answer was right? 


It’s an important question because masonry surfaces 
present a special problem: Their inherent moisture 
and alkalies can attack and destroy ordinary paints in 
a few months. And that can lead to dissatisfied cus- 
tomers plus costly adjustments. 


The right answer, then, is paint specifically made to 
resist this alkali attack — paint made with PLIOLITE 
S-5, the synthetic rubber resin by Goodyear. 


And you can be sure this answer is right because 
paints made with PLIOLITE S-5 have been fully proved 
—in over ten years of wide use — to resist alkalies, 
moisture and weather, and to last up to 20 times 
longer on all types of masonry. 


Other advantages of paints made with PLIOLITE S-5 
for stucco, asbestos-cement shingles, brick, block or 
concrete include: 1. Easy application 2. No need for 
primers, even on chalky surfaces 3. Rapid drying for 
painting in virtually any weather 4. Uniform color, 
even in deep tones 5. Slow, controlled chalking, always 
providing a good surface for repainting. 


The next time you’re asked the masonry paint ques- 
tion, be sure you can answer with a good selection of 
paints made with PLIOLITE S-5. See your usual sup- 
plier for details, and the descriptive booklet, “Paint 
Magic.”’ Or write to: Goodyear, Chemical Division, 
Akron 16, Ohio. 


PLIOLITE S-5 by 


GOOD/YEAR | 


SURE SIGN OF A SATISFIED 
CUSTOMER is the Pioirte S-5 seal on 
the label. It signifies a paint designed 
and made to bring lasting and beautiful 


aronp 
a 55 ae 


Goon tar 


protection to oll masonry surfaces — a 
point you con recommend and sell with 
confidence. 


Pliolite—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Proved the Favorite... 
FORTY MILLION TIMES 


Here is the forty millionth can of Archer Pol-mer-ik Linseed Oil. 
It was manufactured this spring. 


Foye LOMlliliolMelm@elbalilile Mm cele MilohZ-Mee ie lolole Ml elgeleltla ml olela <-1o Ml ob 
vigorous merchandising heip for dealers. Archer Pol-mer-ik is famous 
Tol@ele meets ii iis M@mallelaMeltloliia amelie Mills |:Maeli-Mel Male tol M@alliiei-las 

alolgePilialire Mul-ieealelileltiile ML ¢-1-) eS Mii Mie Ptl-led) Malet Maelriieliliby 

in buyers’ minds AileL dite MMi le Meese) a -Mel Me Uil-laiacM Mi slel lille Mae ligelaielas 

Lili Molulolilehilols boots leleleMolseloltlam@ oll Mm iiseuleMul-lesilelieltiilepetuler: 
elgele lta tem aelilitii-lilme oleeliis Mie Me iieltiiclilel Me) Mlel-1ol(-1s Meh 71am iil me a-lele: 

It will also work for you. Write us for full details. 


y + Waeolat— r: (Clan Ny 
ARCHER ll \au ai 74, 
\’, Mehtelat— 


INVESTORS BUILDIN 


LINSEED THON “ba MINNEAPOLIS MINNE STA 


S 
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WWhotewer the seasow ... or special doy 
ALL The G a Aburous Avprcicted. 
with a. Sibley Disploy 


A Libbey every-day Crystal set is “The 
Gift That’s Always Appreciated”. . . for 
birthdays, anniversaries, or those “extra 
special” days. 

To help produce top volume from your 
glassware department, Libbey has devel- 
oped eye-catching promotional displays... 
available now to gain full advantage from 
the coming seasons and special days. 


“A new glass if the rim of a Libbey ‘Safedge’ 


Libbey Safedge Glassware sets are pack- 
aged in highly attractive gift boxes . . . each 
one an effective display item. For use with 
the boxes are toppers promoting special 
days, and permanent wall or counter 
plaques. Well-planned use of these aids 
builds a customer-drawing display, for big- 
ger profits from volume sales. . . every glass 
backed by the famous Libbey guarantee: 


glass ever chips.” 








A permanent lee for 
wall or oma displ 
shows where to 








Libbey Safedge tom 
ware — every-day crystal 








for every day. 























Libbey representative for information 
on these sales-building kits. For seasonal or year-around 
display . . . Libbey promotion kits will keep sales mov- 
ing briskly. Libbey Glass, Division of Owens-Illinois, 


Toledo 1, Ohio. 


a new every-day crystal pattern 
in the Tempo shape, with delicate 
22K. gold decoration. In five 
sizes, it is the perfect gift. 








per displays attract attention to “A Gift 
That’s Always Appreciated.” Toppers tie in 


with significant dates . . 


. Bride’s Shower, : 


Birthdays, Anniversaries . . . and as a gift for 
every day for the Modern Homemaker. 


LIBBEY SAFEDGE GLASSWARE Owens-ILLINOIS 


AN (I) PRODUCT GENERAL OFFICES + TOLEDO 1, OHIO 
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SEE why the country's sold on Regina 
at the 


ATLANTIC CITY SHOW 
lage ac 
The Auditorium—Space 765-767 Mi 1 


LWAgS 





















REGINA ses 
cleclithboons 


World’s most unique 
vacuum cleaner—used 
in thousands of homes, 
hotels and motels! 
Even sells to those who 
own another vacuum! 





POLISHER 


and 


SCRUBBER 


Throughout the 
years, America’s 
first, best, most 
widely used 
polisher! The 
most powerful 
selling story in 
polishers today! 


USE THIS COUPON IF YOU CAN’T GET TO ATLANTIC CITY 
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For fast sales! 
Ovick turnover! 
Big volume! 


yon REGINA 


REGINA Model 66 


SUPER DELUXE VACUUM 
On Wheels! 


Top sales-making feature — largest 
number of attachments that do 
everything from cleaning of blinds 
to painting! 





REGINA rosa 
a : evs 16-Inch 
FLOOR MACHINE 


Every year, used in more and more 
larger homes, institutions, stores, etc. 


~— 


=Zy, 
—— 


——— 








REGINA node: « GG 
HEAVY-DUTY FLOOR MACHINE 


Designated for America’s lead- 
ing large floor maintenance 
jobs. Gigantic 21-inch spread. 





THE REGINA CORP., Rahway 67, New Jersey 
1 am interested in: 
Model TS Polisher and Scrubber 
Model TS in luxury chrome finish 
Rug cleaning attachment for Model TS 
R ditioning equipment for Model TS 
__Electrikbroom—Model TL 
__........ Model A Twin-Brush Floor Machine 
Rec ioning equipment for Model A 
Model E Heavy-Duty Floor Machine 
_.__..___Model 66 Super DeLuxe Vacuum 
Please send: 
—_.___.... Name and address of distributor for my territory 
________Regina Dealer helps 























STORE NAME. 


AMTrIMe occ 








CITY ZONE_____STATE 











SIGNED. 








In Canada, Switson Industries, Ltd., Welland, Ontario. 


















Self-Service 








Y 
Screw Eyes 1 





Card is actual size 


Screw Eyes and Gate Hooks on 
WIRE LOOPS. 


PREPRICED on 15¢ cards. 


Screw hooks on cards also available. 


Customer can see and feel exact size, shape, 
and quantity. Sharp points, famous Androck 
Bright Zinc Finish. 


Ask your wholesaler for the ANDROCK 
Self-Service Display No. 540-CP. Holds 
360 cards — Retail value $54.00. 


Made by 
THE WASHBURN COMPANY 


Worcester. Mas: 
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WHEN THIS 
HAPPENS 


























SERRE os 
oP ee 


in a flexible plastic pipe 
installation, be ready for 
headaches and lost goodwill! 


LINE 


GUARANTEED - QUALITY 
FLEXIBLE PLASTIC PIPE 













CUSTOMER SATISFACTION 


Call-backs and an angry customer — these are the 
costly results of a flexible plastic pipe failure. That’s 
why it’s good business to handle only Cresline — 
the flexible plastic pipe that’s guaranteed right in 
writing. The pipe above was made of virgin poly- 
ethylene. But it failed in an accelerated use test after 
7 hours of 172 tb./sq. in. pressure at 113°F. Cresline, 





subjected to the same grueling test, showed no fail- 
ure after 1200 hours (when the test was discon- 
tinued). Why? First, Cresline is made of the finest 
virgin polyethylene — proved best by our own ex- 
haustive tests. Secondly, quality is checked through 
every stage of production. You’re sure of customer 
satisfaction with Cresline. There are many other 
profitable advantages to stocking Cresline, including 
effective dealer support. Write today for literature 


and name of your Cresline representative. 


LOOK FOR THESE ADDED PROOFS OF QUALITY 





This seal on Cresline Pipe Cresline is made with Du Pont 
shows the National Sanitation Alathon 25 and is marked with 
Foundation has approved it for this tag. it proved the best in 


drinking water use. our tests. 








ALL PLASTIC PIPE IS ROUND, BLACK AND HAS 
A HOLE IN IT . . . BUT THERE IS A DIFFERENCE! 






FREE TO JOBBERS: Slide Rule Data Chart quickly helps you 
find answers to such problems as friction loss, pressure drop, 
GPM fiow, etc. Write for details on how to get your free 
plastic pipe ‘Data Chart.”’ 








CRESCENT PLASTICS, INC. 


Dept. A-7, 955 Diamond Ave. * Evansville 7, Ind. 
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> >. . . 
in beautiful. practical 


Again Decoware swings ahead in home fashion with 
the excitingly new decorative “Desert Bloom.” 
The popular combination of pink, copper 
and black is style news with real sales appeal. 
Constructed of high-grade steel, expertly lithographed 
by Continental craftsmen, these canisters, baskets and 
accessories wear beautifully. Priced so shoppers 
can afford to carry home complete sets of “Desert 
Bloom” for their kitchens, or for birthday, shower 
and wedding gifts. Write, wire for details. 


CONTINENTAL E CAN COMPAMY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 














You'll make more profits with less sales effort, because... 
ARISTO-MAT STOVE and UTILITY MATS Sell Themselves! 
































There’s nothing 
like Aristo-mats 
for impulse sales! They sell on sight! And what 
these beautiful mats don’t say for themselves is said 
by their informative display labels. Nationally adver- 
tised, nationally publicized . . . Aristo-mats have the con- 


sumer acceptance that builds impulse sales. 


If you handle Aristo-mats now, it will pay you to 
properly display these fast-selling mats. The attrac- 
tive floor displayer is FREE when you buy a small 
assortment. It takes little space .. . sells its 
weight in gold. If you haven’t stocked 
Aristo-mats yet, have your jobber 
supply you quickly. You’ll be glad 
that you did! 


Available in Stainless 
iti Pe ilallitlomililliie 
Bright or Copper-toned 
Aluminum and a variety 
of homemaker patterns. 
Sizes to fit any-ranye. 


Packaged individually in 


A division of mal@) iP TABLE MAT ae} ; attractive display bags. 


1718 East 75th Street 


Chicago 49, Ill. 
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suceesstul in hardware 


Store management 





Here is formula that has been tested 





Maurice Steisel, left, founder and 
owner of Steisel Hardware, and son 
and manager William. 





<r 


This is the business that hardware built. It's going to be 
kept that way. 
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for 50 years: sell housewares, gifts, 
toys but remember key hardware lines 
are basic if you want to be known as 


the hardware store in your community 


What is hardware? 

Steisel (rhymes with “ties-all”) Hardware at 
Glen Cove, N. Y., is 50 years old this month. 
It has seen millions of dollars worth of hard- 
ware come and go in a half century. 

Steisel has seen many hardware stores take 
on frills and fancies to the point that they no 
longer resemble the customer’s idea of what a 
hardware store should look like. 

And store manager William Steisel thinks 
there is cause for alarm in the transition from 
a hardware store of memory to the hardware 
store that looks like a variety store. 

Here is what Bill Steisel thinks: 


Q—Bill, you’re a young man, but you seem to 
know a lot about hardware. What’s your back- 
ground? 


A—Well, it’s more or less a family background 
in hardware. My father, Maurice, founded this 
firm in 1907, across the street. I grew up sur- 
rounded by hardware. 

We moved into this larger store in the ’20’s. 
We've gone through a couple of very bad fires 
and the depression, but we have managed to 
keep right on growing. And I think the big 
reason for our continued growth is the fact 
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that we’ve never lost sight of what a real hard- 
ware store is. 


Q—Exactly what do you mean by “what a real 
hardware store is?” 

A—A hardware store is a lot of things to a 
lot of people. Each person forms their own 
imental picture when you mention hardware. 
To some it’s tools, to others it’s ammunition 
for hunting. To others it’s a new knife, a 
bucket of paint, or a keg of nails. 


Q—Don’t all hardware stores sell the lines you 
mentioned? 

A—They do, and they don’t. I know a lot of 
hardware stores that have hidden key hard- 
ware lines behind a lot of other merchandise 
which I don’t consider hardware at all. 


Q—Then you only sell hardware in the truest 
sense of the word? 

A—No, I didn’t say that. What I mean to say 
is that we don’t play down or hide our bread 
and butter lines, and that’s what hardware is 
to us. 

Actually, we do a whale of a job on merchan- 
dise such as housewares of all types, large and 
small appliances, gifts and lamps, and luggage. 
We wouldn’t give up this business for the 
world. 

But doggone it, it has its place. Just as hard- 
ware has its place. We will never, never crowd 
out our hardware departments just because we 
are hungry for more appliance sales or bigger 
gift volume. 


Q—Do you think that most of your customers 
come to your store only to buy hardware? 

A—Not necessarily. But the fact is, the big 
reason customers come into our store is be- 
cause it is a hardware store. People in general 
have a good feeling about hardware stores. 
They often will shop in a hardware store in 
preference to a nearby chain or variety store 
even when they know similar lines are carried. 


Q—In essence then, you are saying that if you 
maintained your present stock assortments but 
replaced your “Hardware Store” sign outside 
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hardware ? 
Here are 
just a few 
lines that 
have kept 
Steisel 
Hardware 
a hardware 
store for 


50 years 
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with one that says “Variety Store,” your vol- 
ume would start dropping right away? 
A—Exactly. To me, the words “hardware store” 
are retail selling magic. But only if they are 
backed up by a store that is truly a hardware 
store. That’s what I’m afraid too many dealers 
are forgetting. 

Sure, it is nice to make big profit margins on 
lines that are kindred to hardware. But dealers 
must remember that it’s hardware that started 
bringing the traffic in the first place. 

A dealer that gets too greedy for big margins 
in non-hardware lines, and lets his stock and 
display of hardware take a back seat, will 
someday find that he is no longer in the hard- 
ware business. 

Then there is the problem of discount houses. 


Q—Discount houses? 
A—That’s right, and there are plenty of them 
in this neck of the woods. Look at it this way, 
you can walk into any discount houses and buy 
a radio, automatic washer, or an expensive 
cookware set. Right? 


Q—Righ , but... 
A—But just try to buy a gallon of paint, or keg 


These department managers have a total of 34 years of 
hardware know-how behind them at Steisel. From left: H. 





of nails, or attachments for a % horsepower 
electric drill. See my point? A hardware dealer 
who majors in non-hardware lines is leaving 
himself wide open to the mercy of discount 
house competition. 

A dealer who continually features his main 
stock in trade—important hardware lines— 
keeps his identity as a hardware store and cuts 
down on the amount of discount house bite into 
his traffic and profit. He’s protecting himself 
now, and what’s more important, he is guard- 
ing his future. 


Q—Bill, could you give a rough estimate of 
how much of your store is devoted to hardware 
lines? 

A—Well, let’s see. Our basement floor is about 
5000 to 6000 sq ft. It’s a combination sales and 
stock room, and it is 100 percent hardware. 
Lines like fencing, mowers, glass, paint, bulk 
fasteners, pipe, and our repair shop fill it com- 
pletely. 

Then, our first floor is about 70x110 ft. That’s 
nearly 8000 sq ft. I would say about half of 
that area is hardware display space. Major 
hardware departments such as builders’ hard- 
ware, hand and power tools, paint and sun- 
dries, plumbing, fittings, and electrical supplies 
are found here. 

Above the main floor we have a large mez- 
zanine. It is at least 2000 sq ft, maybe more. 
It is mostly used for unpainted furniture, and 
fireplace equipment which I consider a basic 
hardware line. 


Q—It must take a lot of experienced people 
to run a big store like this. 

A—It does. I’ve got three department heads 
with an average of 11 years of service each in 
this store alone. None of the 13 employees here 


Mrs. William Steisel who helps with 
store promotions. 
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lacks hardware experience. My father works 
every day, managing the office. And Mrs. 
Steisel, my wife, was in charge of promotion 
and advertising before she retired eight years 
ago to raise our family. Now that our children 
are growing up, she is coming back to help us 
promote again, stronger than ever. 


Q—Now, for the $64,000 question: How does 
your philosophy of merchandising hardware 
pay off? How’s business? 

A—Business is fine! I won’t tell you our actual 
sales volume, but I will say that it is com- 
fortably over half a million dollars a year. And 
we intend to keep on growing. 


Q—How about competition from chains like 
Sears and Wards? 


A—That’s a question I don’t mind answering. 
Some years ago Sears started building a store 
right down the street. Everyone said, “Well 
Bill, you’ve had it. Sears is coming. You’re in 
trouble.” 

The fact is, we have done more business ever 
since Sears opened. 

The way I figure it, Sears brings more traffic 
to this shopping neighborhood. That’s a bene- 
fit. 


And Sears packs an awful lot of merchandise 


Another important, basic hardware 
function is repairs. 


assortment into a comparatively small store. 
for them anyway. So our assortment of major 
hardware lines is really better than Sears’. 

I don’t believe that Sears’ moving into a 
neighborhood can do anything but help an ag- 
gressive hardware store that keeps remember- 
ing it is a hardware store. 


Q—What’s your feeling about credit in a “true” 
hardware store? 
A—Credit? It is a part of history in the Amer- 
ican hardware store. There is nothing new 
about encouraging more sales by giving cus- 
tomers a little longer to pay up. This has been 
especially true about rural and farm stores. 
In the days when this part of Long Island 
was taken up by big estates, we did nearly 90 
percent of our total volume in charge accounts. 
Now the estates are mostly all broken up into 
small plots with middle-income families living 
in modest homes. And still we do 40 to 60 
percent of our total business in credit accounts. 


Q—Lines like housewares and appliances, are 
they holding their own in sales? 


A—Yes, and very well. I do more than $100,- 
000 a year in those lines. But I wouldn’t, I 
am sure, if this were not a hardware store with 
an enviable record for service in this com- 
munity. eh nd 


Repairman Tony Schott services all hardware lines. Repairs show a 
profit, besides bringing in a /ot of extra traffic. 
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Displays that makes sales 


New departments, better service make West Coast store pull more 


customers. First year’s sales increased more than 25 percent 


Lamar Yeakel wanted greater traffic in his North Hollywood store so he revamped the 
Yeake] Hardware Store. 


The changes were made four years ago. [n the first year with the new layout he increased 
his volume by more than 25 percent. 


Photos show some of the displays that have helped build that higher volume. 


Adjustable glass shelving on perforated meta! backgrounds makes it easy to quickly change 
any displays. Wide aisles promote browsing, permit free store traffic circulation. 


A public address system and an improved stockroom layout speed service. The public ad- 
dress system connects office and stockroom. 


The firm features women’s lines on both sides of the front of the store. Mid-store displays 
highlight lawn and garden supplies. Fireplace equipment is given 12-month display near gar- 
den supplies. 





Shadow boxes on the rear wall, over the paint department are constantly changed to feature 
different lines. These three units are lighted all day to help pull traffic to that area. ®End 


Bob and Eddie Yeakel, sons of founder, in improved clock section. This display 
helped triple clock sales. 
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Front-of-store displays show 19-ft lineup c.f dinner- 
ware and 217 ft of pottery. 





Glass-front shadow boxes flank rear entrance 
through which one quarter of traffic enters store. 





Lamar Yeakel, who founded firm 33 years ago, looks 
at housewares. Firm sells four or more of these 
$5.95 to $7.95 can openers daily. 





Perforated metal panel wall units show long ane 
short-handled items in same section. 
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Specialization pays off 


How a hardware store features builders’ hardware 


and industrial lines with basic ideas you can 


use to make profits on these lines in your store 


Bidwell Hardware is a hardware store that features hardware 


lines. 


General hardware was basic when the store was founded more 
than 50 years ago to serve the Hartford, Conn., community. Soon 
builders’ hardware and industrial lines were added. 

Today these three—general, builders’ and industrial hardware 
—are the backbone of the business. This has been a happy choice, 
profitwise. Hartford has been an ever expanding community. Fine 
office, commercial, industrial buildings and homes have Bidwell’s 
builders’ hardware. Industrial plants, and more recently aircraft 
factories, rely on Bidwell for industrial hardware. 

Bidwell Hardware is big business, as hardware stores go. 
Harold F. Bidwell, president, and E. N. Bidwell, vice-president, 
operate with inventories that are broad and deep. They have a 
large, highly organized sales and warehouse staff. The staff has 
product know-how, it can sell, and the warehouse can deliver the 
goods promptly. 

The principles of operation, however, are significant for owners 
of smaller hardware businesses. These principles can be adapted 
by any hardwareman interested in expanding and building up 


basic hardware lines. Here they are. 


How is the sales staff organized? 


Bidwell Hardware has three divi- 
sions. 

They are: 

Builders division. 

Industrial division. 

Hardware division. 

All divisions operate from the 
store at 1283 Main St. Each sales 
staff is separate, and has its own 
office and operating space in the 
store. 

There is a finer organization 
within two divisions. 
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The industrial division is broken 
down into the power tool depart- 
ment, the transmission department, 
and the industrial supply depart- 
ment. 

The builders division is broken 
down into the finished builders’ 
hardware department and the 
builders’ specialty department. 

The company also has a rubber 
goods division. This is a rather new 
area of operation, and comes up 
through family ties. 

Frederick C. Bidwell founded 


Bidwell Hardware. His brother, 
Johnathan C. Bidwell, founded the 
Bidwell Rubber Co. After the death 
of Johnathan, Bidwell Hardware 
handled the rubber company busi- 
ness while the estate was being 
settled. Now the rubber business is 
a part of the hardware company 
set-up. The rubber division has its 
own sales office adjoining the hard- 
ware store, and its inventory in the 
hardware warehouse. 


What you can do about it. 


A hardware dealer about to get 
into builders’ hardware and indus- 
trial lines, or expanding these de- 
partments, might not want to make 
such fine divisions of organization. 

The point is, however, organ- 
ization along sales function lines 
makes for a specialized staff. 

In the beginning one man may 
have to handle all phases of this 
outside-the-store business. As soon 
as possible set up separate divisions 
and departments. 


Why should a sales staff be or- 
ganized by divisions and depart- 
ments? 


Obviously, no one man can have 
a great wealth of product knowl- 
edge and of selling methods over a 
great many different lines. Also, 
personal preference makes a man 
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lean towards certain lines, shun 
certain others, and thus the pull is 
to spending his time on the lines he 
likes. 

A finely divided organization 
permits specialization. Each man 
builds up a greater fund of prod- 
uct knowledge and has a better 
grasp of selling in the lines he 
handles. 

For instance, in builders’ hard- 
ware there is one staff to handle 
finish hardware, another to sell the 
company’s specialty builders prod- 
ucts. 

The staff on finish hardware can 
read blue prints. These men know 
building construction and hardware 
requirements. They know architects 
and contractors. These men can 
take a set of blue prints and write 
up the finish hardware specifica- 
tions. 

The staff on specialties knows 
sash, doors, and other items in the 
line. Their function is to sell these 
specialties, so they are included in 
the building plans. 

The staff of each division, aside 
from general hardware, works in 
and out of the store offices. 

The industrial division has two 
men working outside the store, four 
men in the store. 

Builders’ hardware has six men 
on the outside, five men in the 
store. 

The rubber division has one man 
on the outside, three men in the 
store, plus a fifth man that works 
in both areas. 

The company also has three ware- 
house employees, three drivers of 
company trucks that deliver 
throughout the Hartford commu- 
nity, plus the office staff. 


What you can do about it. 


Specialization is a must. 

Customers like to deal with sales- 
men who know their lines, who 
speak the same language. A sales- 
man with a thin knowledge of 
product, and who does not know 
the terms used in an industry is 
little more than an order taker. 
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The same man with product knowl- 
edge, who can talk the customer’s 
language, really sells and builds re- 
peat business. 

Some men may be able to turn 
in a fair to good job working both 
builders’ and industrial lines. But 
your best insurance for sales and 
profits is to have specialists as soon 
as your business can stand the 
added personnel. 


What is the relation between out- 
side selling and store displays? 


A close one. 

A great deal of business is done 
over the counter. Architects, con- 
tractors, industrial supply buyers 
come to the store to pick up orders. 
While in the store they are exposed 
to displays and stocks. 

In fact, that is one reason the 
store has a separate sales staff for 
general hardware, another for 
builders’ and for industrial lines. 

General hardware store custom- 
ers can be waited on, without hold- 
ing up contractors or mechanics 
waiting to buy several hundred 
dollars worth of supplies. Separate 






HAROWARE 


BERGER 
TRANSITS — LEVELS 


instruments for 
Builders, Contractors, 
Engineers 


COTRA — Convertible Transit- 
Level for builders and contrac- 
tors. 3 ft. short focus, 22 pow- 
er hard bronze telescope, 
coated optics consistently ac- 
curate $220. 


CODEL — 12” Heavy Duty 
Dump Level. 12” erecting in- 
ternal focusing, hard bronze 
telescope, 24 power coated 
optics __. $176.00 


POLARA — An accurate low 
cost standard engineers tran- 
sit reading to one minute. 
Newly designed optical sys- 
tem for precise stadia readings at greater distances. 22 
power telescope with resolving power of 4 seconds. 


$589.00 

SERVICE—TRANSIT LEVEL (Farm Level} 
Low cost, high versatility eehela $91.50 
HAND LEVELS [with leather case} _. $7.50 to $11.50 


PLUMB BOBS—General + 800 solid braess, with removable 
line caps. Replaceable steel Tips. 
6 oz. $2.20; 8 oz $2.55; 10 oz. 
16 on. $4.50. 


BOSTROM-BRADY 


24 Builders Level 12-14 power 
complete with tripod, spotter 
and wood carrying case. $64.00 

+5 Builders Convertible Transit 
Level. 12-14 power, complete 
with tripod, spotter and wood 
Carrying case _.. $95.00 


(CUSTOMER PARKING 472 ANN STREET) 


THE BIDWELL HARDWARE CO. 


1283 MAIN ST HARTFORD JA 7.64444 


$2.80; 12 oz. $3.30: 
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Typice! advertisement in industrial 
review section of Sunday newspaper. 


The making of a sale as customer tries out the merchandise. E. N. Serrell, 
power tool department manager, is on the right. 
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Specialization pays off for this New England hardware store 





staffs enable all kinds of customers 
to get waited on, and right away. 

The importance of floor displays, 
also broad and deep stocks, is evi- 
dent in many lines. The builders’ 
transits and levels, and abrasives, 
for example. 

Transits and levels sell them- 
selves, if given good display. Cus- 
tomers either do or do not need a 
transit or level. And if they need 
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one, they need it right away, out 
of stock, not on order. 

A truck, for instance, backs up 
and damages a level on a construc- 
tion job. A replacement is needed 
right now, to keep the bricklaying 
work going. The customer is not 
going to wait until a level comes 
out on order a few days later. 

Many construction firms have a 
pretty good inventory of transits 


Left, officials of Bidwell 
Hardware who continue 
the company's basic pol- 
icy of featuring hard- 
ware lines, E. N. Bidwell, 
vice-president, on the 
left, and Harold F. 
Bidwell, president on 
the right. 





(Continued ) 


and levels, but there is constantly 
a need for more, and for replace- 
ments of those damaged on the job. 

Transit and level customers, also, 
know what they want to buy. Prod- 
uct knowledge is helpful, but not 
necessary. The customer is quite 
apt to know more about the instru- 
ment than a salesman can absorb 
in months of study. Hence, the 
main sales point is to have instru- 
ments out on display and to let the 
customers sell themselves. 

Transits and levels run into big 
ticket items. At retail a sale can 
mean an amount from around $40 
up into the hundreds of dollars, 
with some models approaching the 
$1000 mark. 

Display also sets up a store as a 
place to buy. Too often, engineers 
and contractors are not acquainted 
with sources of supply, and a store 
ean take the first step towards 
volume sales with good displays. 

Abrasives are terrific for repeat 
sales. 

Sales of abrasives many times 
exceed the original cost of equip- 
ment. Bidwell Hardware, for in- 
stance, has a tile cutting machine 
that represents just under $500 at 
retail. A builder will use more than 
$500 in abrasives for that machine 
in just one year. 

When a builder is going full blast 
on a big job, his requirements for 
abrasives may bring him to the 
store every three or four days for 


Left, entrance to hardware store 
that features builders’ hardware 
and industrial lines. Several ad- 
ditional store fronts beyond those 
shown complete the retail store 
set-up. 
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replacements. Each sale can run 
into the hundreds of dollars. 

Bidwell’s secret of a tremendous 
abrasive volume is: salesmen who 
know abrasives and sell the right 
abrasive for the job, plus huge 
stocks to make on-the-spot deliv- 
eries. 


What you can do about it. 


It’s the old story that “You can’t 
sell from an empty wagon.” You 
need stock, and of the right kind. 

A hardware store that sets out 
to establish itself as builders’ and 
industrial line headquarters needs 
salesmen who know abrasives. They 
will know abrasives to the point 
that they can deliver the merchan- 
dise asked for by the customer, or 
find out actually what the customer 
does need when the customer is 
vague about his requirements. 

A store also needs stock in depth 
and in breadth. Check the Direc- 
tory Issue of HARDWARE AGE for 
products you can sell. Work closely 
with supplier salesmen to build the 
right inventory. 

Plan your displays. Put merchan- 
dise, especially sell-yourself lines 
like transits and levels, along traf- 
fic aisles. Get attention for these 


Conveyor moves merchandise in and 
out of mezzanine storage. 
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lines when customers enter your 
store. Get attention for these lines 
at wrap counters where customers 
‘an see your lines while they wait 
for orders to be filled. 


How does Bidwell Hardware ware- 
house its stocks? 


The warehouse area is right back 
of the store sales floor. 

The company formerly operated 
with a one-truck-wide alley to the 
truck receiving dock. There was 
one door. Every hour of the busi- 
ness day was like the 5 o’clock 
rush in the center of the city. 

Bidwell Hardware now has a 
spacious truck enclosed dock at the 
rear of the store-warehouse build- 
ing. The drive is side of the cus- 
tomer parking lot. Two trucks can 
be handled, indoors, at the same 
time. 

The warehouse area has a mezza- 
nine floor. A two-way belt con- 
veyor moves merchandise in and 
out of the mezzanine. Portable 
bins, moved by hand trucks, are 
on the floor, under the warehouse 
shelving so space at the back of 
the shelving is used. 


How does Bidwell Hardware mer- 
chandise its builders’ hardware 
and industrial lines? 


The first line of promotion is 
through salesmen combing the en- 
tire Hartford area for business. 
They are working with architects 
and contractors right from the 
time a building project is in the 
talking stage. 

Bidwell Hardware also has issued 
a catalog. This is a hard-cover book 
7% by 10 in. of 370 pages. 

The book serves two purposes. 

First, it is a catalog from which 
buyers can make selections. 

Second, it builds prestige for the 
company. Obviously, a hardware 
company capable of turning out an 
attractive, well illustrated catalog 
with complete product descriptions 
must have standing as a supplier. 

Bidwell Hardware also adver- 
tises every week in the Hartford 
newspaper. The company has been 
a consistent advertiser, and has 
first claim to the center position, 
page one, of the industrial review 
section of the Sunday newspaper. 
This space, 2 columns by 8 in., is 
taken every Sunday for product 
advertising. ®End 


Portable bins make space on floor under shelving accessible all the way back. 
Good warehouse arrangement is essential in specialized selling. 
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Ad budget: 3% 
Stock turns: 2.9 
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A Wisconsin dealer builds traffic by advertising at least once a week. Ties in 
with city-wide promotions sponsored by merchant groups 


Perkins Hardware in Waukesha, Wis., spends 
3 percent of its sales volume in advertising. 
Advertising helps make 2.9 stock turns in a year 
compared with the 2.15 NRHA average for 1955. 

Dar Williams and his son, Russell, own the 
business. 

Perkins Hardware ads run each Tuesday in 
the Waukesha Freeman, a daily newspaper. The 
ads run in a special bargain page published as 
part of a 12-month campaign to build store traf- 
fic early in the week. Seasonal lines are featured 
in Perkins ads including such items as snow 
shovels, rakes, fertilizer, and insecticides. 

Advertised specials are always displayed in one 
of the store’s two show windows. 

One summer, when mosquitoes were more 
numerous than usual, the firm played up the 
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Here is a typical Perkins Hardware seasonal type 
newspaper advertisement. 


word mosquitoes in large type to advertise an 
insecticide. 

The firm’s stock of that product was quickly 
sold out. An emergency call to the wholesaler 
was necessary to get more stock. The wholesaler’s 
entire stock of that insecticide was finally bought 
out by Perkins Hardware. 

The firm is affiliated with Wisco Hardware, 
dealer-owned wholesale house. It uses 3600 
Wisco four-page handbills three times a year. 
These handbills are hand distributed in sections 
of Waukesha from which the firm wants to pull 
more store traffic. The firm mails a few to rural 
homes. 

When the retail division of the Waukesha 
Chamber of Commerce holds a semi-annual Dollar 
Day, Perkins Hardware joins in the promotion. 
With 30 or 40 other retailers, Perkins Hardware 
will promote one or more Dollar Day specials. 

The hardware firm ads, 4 x 5 in., usually fea- 
ture a single special although several items are 
shown in some of the insertions. This firm uses 
several ads for each Dollar Day promotion. 

Russell Williams says, “These promotions at- 
tract several hundred extra customers into the 
city. Some of these customers go from store to 
store looking at specials. 

“Maybe three department stores in the city 
will advertise stocking sales. They may need 
police to control bargain counter customers. But 
we always figure that so many new customers in 
town will include some who will visit our store. 
We can turn some of these people into regular 
customers. 

“When we increase total city shopping traffic 
all stores will benefit sooner or later. 

“Advertising brings people into our store who 
might not otherwise be attracted. It helps us to 
sell lots of merchandise. 

“We think of advertising as our third show 
window.” ® End 
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How to reduce credit losses 


W holesaler tells why and how retailers must keep accurate 
credit sales records. Suggests time for dealer to switch 


from mailing past-due notices to personal follow-ups 


There are definite hazards in should meet the requirements of the 


credit selling. 

Inefficient handling of credits 
causes Many commercial failures. 
Collection of accounts or notes is 
the final and perhaps the most im- 
portant of the various steps in 
credit selling. 

Perhaps the greatest losses in 
credit sales result from failure to 
charge the customer’s account. You 
can correct this if you require sales 
clerks to keep at all times, a con- 
secutively numbered charge book. 
Require them to make the charge 
record before merchandise is 
wrapped. 

Disputed accounts are probably 
next in importance to forgotten 
charges as a source of retail hard- 
ware store credit losses. Keep these 
losses to a minimum by requiring 
customers to sign delivery or pur- 
chase ticket to acknowledge receipt. 
When customers have to sign tick- 
ets confidence is being built for 
your store. This plan also dis- 
courages employee dishonesty. 

If you send bills out promptly 
you will also help keep losses over 
disputed accounts to a minimum. 
Many merchants send their bills 
out on the 27th of the month. This 
assures these merchants that their 
bills will be received before those 
of other stores. 

Except on open account sales 
made to reguiar customers, require 
that your employees obtain com- 
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by Clyde E. Thomas 
President 


Frederick Trading Co. 
Frederick, Md. 


From an address before the recent 
Pennsylvania & Atlantic Seaboard 
Hardware Assn. annual convention. 
plete credit information at the time 
of a sale. Be sure that the customer 
knows when payments must be 
made and in what amounts. This 
is most important when you make 
a big-ticket sale. 

For big-ticket sales, contracts of 
sale and especially notes are very 
helpful. In most instances the sales 
contract should be recorded in the 
County Court House. Your con- 
tract should accurately describe the 
merchandise sold. It should give 
the serial number and any other 
identifying information. The note 


state in which it is used. 

Send advance notice of note ma- 
turity dates to the makers of the 
notes. This should be done at least 
10 days before maturity. Copies of 
your notices to these customers 
should be kept in file. 

When there is a default on a pay- 
ment, mail proper notice to the 
makers of the note promptly. Send 
follow-up notices at intervals of 
not longer than 10 days until pay- 
ments are up-to-date. Your final 
demand for payment should be sent 
by certified or registered mail. File 
copies of these letters or notices. 

Make your demands for payment 
courteous, accurate, firm, and ad- 
roit. If the mail notices do not 
bring satisfactory results, make 
personal calls. When you make these 
calls note the condition of the mer- 
chandise. Attempt to make the cus- 
tomer pay all past due accounts at 
that time. 

Transfer every personal account 
and note to a trial balance book 
once @ month. 

List not2s not yet due in one 
section, and post due notes in an- 
other. 

Enter the amount of a specified 
account opposite the name of the 
customer. List charges horizontally 
so that changes in each account can 
be noted at a glance. When there 
is no change other than in the in- 

(Continued on next page) 
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Reduce credit losses 





(Continued ) 


terest charge you can note this at 
a glance. 

Charge interest on each past due 
account, even if it is cancelled at a 
later date. 

When you send collection letters 
you might use the same letter to 
all accounts in a given column. This 
conserves time in the dictation of 
individual letters. 


Letters refiect policies 


Well-written collection letters are 
of valuable assistance. They should 
be sent out at intervals of not 
longer than 10 days. Make each 
letter reflect your personality. Take 
into account the probable reaction 
of the recipient, and make the let- 
ters reflect your firm’s credit poli- 
cles. 

Collection letters should be force- 
ful and progressively more demand- 
ing. File these letters chronologi- 
cally with the latest letters at the 
top of an individual file. 

Many credit men use the phone 
in collection work. 

If letters or phone calls fail to 
bring the desired result, make a 
personal call. Collect what cash you 
can and take a note or series of 
notes for the balance. Be sure to 
make a comp.ete settlement with 
this call. 


Both parties should sign 


Have both husband and wife sign 
each note. This is a great im- 
portance because most property, 
both real and personal, is titled in 
the name of both spouses with the 
result that the survivor takes full 
title on the death of the other. 


Some stores have their bills 
struck to read “Mr. and Mrs.” 
These stores also have delivery 


tickets printed to read “Mr. and 
Mrs.” 

Record notes. When payment is 
overdue, and it is necessary, make 
a levy by having the sheriff become 
custodian of the customer’s auto- 
mobile or other personal property. 

Care in handling credit transac- 
tions will pay off. ®End 


52 





Repair service 


Sy 
ines a 








Modern store front promotes service department. 


Many hardware dealers avoid 
service work of any kind, but 
Braswell Hardware & Appliance, 
4700 Gary Ave., in Fairfield, Ala., 
promotes its service department. 

J. C. Braswell specializes in 
radio and TV sales and service. 
He also repairs electrical appli- 
ances. 

He has operated his store for 
15 years, and in that time has sold 
some customers more than one ra- 
dio. In recent years he has sold 
some customers one or more TV 
sets. 


Here’s how the repair depart- 
ment operates: 

“Our minimum repair and ser- 
vice charge on a television set is 
$2.50,” says Mr. Braswell. 

“This rate applies only when 
people bring in their set to the 
store. 

“If we must call for a set and 
deliver it after repair, the charge 
is on an hourly basis, plus parts. 
The charges can run from $5 to 
$50. In a few cases it will run 
even higher. Most TV_ service 
charges range from $10 to $30.” 
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builds sales 


Braswell’s service department 
handles about 150 television sets 
each month. About one-third of 
them are brought in by customers 
and are picked up after service 
has been completed. The depart- 
ment also services as many as 100 
radios a month and three or four 
electric irons each day. The firm 
also does washing machine repair 
work. 

Fast service is the rule on ap- 
pliance and TV repairs. Most ser- 
vice jobs are completed in 24 
hours. 

The service shop has a long 
bench with fluorescent lizhting, 
and is equipped to service or re- 
pair all types of television sets. 
A full-time service man is em- 
ployed. When necessary, Mr. Bras- 
well helps in the service work. 

The long repair bench is sup- 
plemented with a smail unit on 
wheels. The mobile bench is for 
lifting and moving sets to all 
parts of the shop. 

This firm sells more than 100 
television sets each year. Many 
radios are sold to customers at the 
same time they buy a television 
set. These combination sales are 
helped by display of portable ra- 
dios on glass shelving above the 
television sets. 

Last year Mr. Braswell remod- 
eled the front of his store. At the 
same time he increased his ra- 
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Alabama dealer’s service department 


builds store traffic. Helps firm 


to increase its big-ticket volume 


dio and television stock. These 
changes have attracted more traf- 
fic to his store and have been a 
factor in increasing saies of big- 
ticket lines. 

Each of the four members of 
Mr. Braswell’s staff has been 
trained to pay particular atten- 
tion to phone queries about ser- 
vice work. Mr. Braswell says that 
good telephone manners can open 
the way for later big-ticket sales 





when a customer visits the store. 
Mr. Braswell says, “We watch 
the operations of our service shop 
very carefully. We explain the re- 
pairs made. Customers’ should 
know exactly what we do to each 
set and how we make our charges. 
If we please our customers with 
the repair work we do, and the 
prices we charge, they will rec- 

ommend us to their friends.” 
®End 


Service man uses mobile television repair bench in shop. 





Water system sale opens 


way for other big-ticket items 


This firm finds that pump sale is its key to a 


series of big-ticket farm item orders. Service 


helps sell this firm’s lines to farmers 


With investments of more than 
$20,000 in farms, livestock and ma- 
chinery, farmers want more labor- 
saving units. 

Dealers who sell electric water 
systems to farmers find these units 
a key to the sale of other big- 
ticket equipment. 

Alfred Klein, owner of Klein 
Hardware in Lomira, Wis., has 
sold more than 400 electric water 
systems since 1919. Most of these 
pump sales have been the start of 
a chain of big-ticket item transac- 
tions. 

When a water system sale is 
made, Mr. Klein or one of his em- 


ployees suggests that a water 
heater is also needed for the milk- 
house and for family comfort. 

Some farm families can be sold 
two heaters, one for the milkhouse 
the other for the family. 

Both electric and gas water 
heaters are sold by this firm. 
These units are shown near water 
pump and dairy equipment dis- 
plays. 

Other big-ticket items sold to 
some farm customers are pipeline 
milking systems and bulk milk 
tanks. 

Mr. Klein’s two sons, Gordon 
and Gerald, are active in sales and 


Alfred Klein, center, tells two young farmers how a water heater will further 


decrease their work. 
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service work. Gordon makes out- 
side calls to sell water systems, 
water heaters and milking equip- 
ment. 

Gordon Klein has been selling 
pipeline milking systems to some 
farmers. Gerald Klein is in charge 
of plumbing and water system in- 
stallations and sometimes makes 
sales calls. 

Klein Hardware advertises wa- 
ter pumps, electric heaters or 
dairy equipment at least once a 
week in a daily newspaper in 
nearby Fond du Lac. 

The firm also promotes farm 
equipment at the annual Fond du 
Lac County Fair in a 16x26-ft dis- 
play booth. At least one man from 
the store is at the booth for the 
full five days of the fair. 

In cooperation with other milk- 
ing machine dealers and manufac- 
turers Klein Hardware sponsors 
a model milk house at the County 
Fair. 

Mr. Klein is one of the mer- 
chants in the district who annu- 
ally works with the Fond du Lac 
Association of Commerce to spon- 
sor a “drink more milk campaign.” 

Of this and other efforts to pro- 
mote the drinking of more milk, 
Mr. Klein says, “Our future is tied 
up with the welfare of the dairy 
farmer. 

“Our store policy is keyed to- 
ward helping the dairy farmer to 
make a satisfactory profit. When 
we do this we help ourselves at 
the same time. °F nd 
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Biggest thing to hit the floor-care market 
since the Hoover Vacuum Cleaner 
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Excise Tax 


We don’t ordinarily like to make predictions. Yet 
even this early, the new Hoover Polisher seems to 
be following in the footsteps of the famous Hoover 
Vacuum Cleaner. 


The Polisher itself, we believe, is partly the reason. 
All your customer needs is a look at the features, 
then a look at the price. Then to close the deal, 
a look at the name—one that means quality to 
millions of housewives. 








New Do-All Brushes. Your 
customer can scrub, wax, 


polish. No change necessary. Lift up, it’s off. 








HOOVE Ro 
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cpeope! 


A few reasons why the new Hoover is selling so fast: 


Magic Handle switching. 


Vinyl splash guard. Pro- 
Push handle down, it’s on. 


tects walls and furniture 
from spatter. 
















Y, 


Like the Hoover Vacuum Cleaner, we’re giving 
the new Polisher the full promotional treatment. 
Color spreads and pages in big national magazines. 
Garry Moore on 114 CBS-T'V stations. And dealer 
sales materials designed to help you cash in on 
this powerful backing. 

It means a whole new high-profit outlook on the 
polisher market in your area. Get all the details 
now from your Hoover distributor. 


Streamlined design.Glides 
up to baseboard and into 
hard-to-reach places. 


FINE APPLIANCES... around the house, around the world 
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Only Arvin 


Roll-away ji roll 4 ways 
ironing tables jj on 2 sets of wheels 


BACK AND FORTH WHEN OPEN | SIDEWAYS, IN OR OUT OF STORAGE 


Raising tapered end slightly lets table roll on end wheels. Rolls at a touch, when closed, on inset wheels. 


‘‘Never lift for ironing’’ means new lift for sales 
EASY TO DEMONSTRATE, DRAMATIC, CONVINCING! SRO Se 


Style 3130—Lady Arvin’s “roll-away’”’ ease sells powerfully. — Roll-Away. Identical 
When women think of ironing, they think of work. When you err pe j with No. 3130, except 
sell less work—with no lifting and dragging— you sell faster! Gecd Meanheod’ : turquoise enamel finish 
throughout and lower 
priced. Gives you two 
models—and a price 
spread—to meet the 
fast-growing demand for 
Lady Arvin Roll-Away 
ironing tables! 


Adjusts and irons from either side. Finger-tip adjustability 
to ANY height from 24” to 36”, plenty of sit-down knee-room, 
on either side, provide further convenience. Arvin quality is 
everywhere ... in the safety lock . . . rolled snag proof edges 
.. . handsome elliptical chrome-plated legs (heaviest chrome in 
the industry) . . . non-skid front feet . . . turquoise enameled 
top with famous Arvin triple-strength construction. Lower- 
priced than any table of comparable quality and adjustability. 
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sax | & You Need Only Arvin 


The complete Arvin line 
offers 9 all-metal models 
retailing profitably from 


$69 to $16 


Provides greater 
stability—the feature 
research proves 
women want most. 























Style 2635 





Lady Arvin Deluxe Adjustable. Lady Arvin Adjustable. Identi- Arvin DeLuxe 12-height adjust- 
Infinite adjustability from either cal with DeLuxe Model 3100 able from 24” to 36”. Automatic 
side,. from 24” to 36”. Chrome- except turquoise enamel finish safety lock. Chrome-plated legs 
plated legs and feet; turquoise throughout. and feet. Turquoise enamel top. 
enamel top. 














Style 2520 Style 2200 














: NZ 
' 

Arvin 12-height, adjustable. Arvin l1-height adjustable Arvin Stendard (Non-adjust- 
| Identical with DeLuxe Model from 25” to 36” Turquoise able). Firmly established sales ; 
5 2635 except turquoise enamel : enamel finish throughout. Pro- leader. Automatic safety lock. 2 

throughout. ! motionally priced; exceptional White enameled top, turquoise 

i value. 3 legs. 








NATIONALLY ADVERTISED IN LEADING WOMEN'S MAGAZINES 


Make Extra Profits with Arvin Pad and Cover Sets— Easy 
: to sell with every Arvin Ironing Table because they’re ‘‘Custom- 
| Fit’, with newest, most efficient materials and design. Sets to 
retail from $1.95 to $3.98. Covers only from 98c to $1.98. 


Furniture and Housewares Division 


Arvin INDUSTRIES, Inc., Columbus, Indiana 





Arvin Economy (Non-adjust- : ' ; * ae 
able). Automatic self-locking. Arvin also manufactures Leisure Furniture, ““Charky’’ Outdoor Grills, 


White enamel top; turquoise ; Home Radios, Portable Electric Heaters, Fans, Lectric Cook, and 
legs. Budget price. 


Automobile Heaters. 
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How stairs step up sales 


Increased display area leads to more sales. You can increase 
your store’s display space without enlarging your 


store by putting your stairways to additional use. The 


pictures on this page will give you some ideas. 


Carlisle's 16-Acres, Springfield, Mass. 


Signs on two walls and mounted samples on one, catch 
eyes of customers on main floor to entice them to base- 
ment. Customers coming in front door and cross-aisle 
trattic see these signs. 


Foster-Farrar Co., Northampton, Mass. 


A main floor alcove and walls at two levels in the stairwel/ 
help pull traffic down to basement garden and patio shop. 
Good lighting adds to sales power of these displays. 
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Potter Hardware, Westwood Village, Calif. 


Shadow box display along stairs provides exposure for 
key merchandise. Customer can see display from almost 
every point on stairs. Shadow box is built close enough 
to stairs so customer can examine goods on display. 


> 


Potter Hardware, Westwood Village, 

Colif. 
Another shadow box display built 
into wall at stairway landing provides 
maximum exposure for featured items. 
Customers going up the stairs ap- 
proach the display head on, can't 


miss it. 
> 
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Potter Hardware, Westwood Village, Calif. 


Steps can also be used for displays. Merchandise can 
line both sides of the steps where customers are exposed 
to them as they pass. Customer can stop and examine 
merchandise, as is the case with the ornamental waste- 
baskets here. 
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NEW 


KLEIN 


CATALOG 
FOR 
e LINEMEN 
e ELECTRICIANS 
e INDUSTRY 























100 years ago in 1857, Mathias 
Klein opened a little forge shop in 
Chicago. Out of this has grown the 
national institution known as 
Mathias Klein & Sons. 


To dramatize this 100 years of 
service to industry, Klein has pre- 
pared a completely new catalog. 


It contains illustrations and de- 
scriptions of the wide range of pliers, 
grips, climbers, belts, safety straps— 
the tools and equipment needed by 
linemen, electricians and industry. 


A new feature is a section giving 
the dimensions of each plier—length 
of handle, length of cutting knives, 
width of head, size of point, etc. 

This Klein Catalog No. 100 will 
be of interest to linemen—electricians 
—good workmen everywhere. A copy 
should be in the hands of every pur- 
chaser of good tools. Write for yours. 


oo MLEIN=:: 
[Established 1857 Cacage OSA 
v RMICK ROAD e *HICAG 45 LLIN 
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Financing power equipment 








Don’t sell on the cuft 





Financing 
trouble? 


If you are having difficulty 
convincing your local banker of 
the value of setting up a con- 
sumer financing plan with you, 
why not show him this article? 
It would help him better under- 
stand some of the angles in- 
volved in such financing. — 
Editor. 





by Walter W. Bronson II 
Bronson & Townsend Co., 


| New Haven, Conn. 


“No piece of power equipment 
should go out of the retail store 
until paid for with cash, by a bank, 
or by a finance company.” 

This statement was made to me 
by a man who has had very broad 
experience in retailing, wholesal- 
ing and manufacturing power 
equipment. It may sound radical, 
but let’s think it over for a minute. 

If you go into an automobile 
show room, do you ever drive away 
with a new car without either hav- 
ing paid for it in cash or having 
made arrangements to finance it 
through a bank or a finance com- 
pany? 

You bet you never have. 

Do major appliance dealers, sell- 
ing a large volume of big ticket 
items, attempt to put a major part 
of their sales “on the cuff’’? 

They would never think of it. 
And yet, hardware dealers and 
power equipment dealers sell a 
major portion of their big ticket 
power equipment items without 
getting cash in full at the time of 
the sale, either from the customer, 
a bank, or a finance company. This 
goes on in spite of the fact that 
practically all consumers today are 
used to buying on time. 


This discussion is reprinted with permis- 
sion from the “Spokesman,” published by 


B&T. 


Dealers selling big ticket power 
equipment items should set up a 
finance plan, preferably with their 
local bank, so that their power 
equipment sales become cash sales 
and they do not have large amounts 
of money tied up in extended re- 
ceivables. 

Many dealers hesitate to ap- 
proach their local banker on financ- 
ing this type of equipment. Yet 
this type of financing is the most 
profitable business which banks 
can possibly handle. I would like 
to make a suggestion or two which 
will be helpful in talking with your 
local banker in arranging some 
sort of finance plan. 

Point out right at the beginning 
that the financing of power equip- 
ment is entirely different, from a 
risk standpoint than the financing 
of appliances. If a consumer buys 
a television set on time, he may be 
living in an apartment or in a 
rented home and he can pack his 
things up in a moving van and 
simply disappear overnight. He 
may have virtually no equity what- 
soever in his home or his posses- 
sions. 

On the other hand, the person 
who buys a piece of power equip- 
ment, like a power lawn mower, 
is almost always a home owner. He 
may not own his home outright, 
but he does have a definite equity 
in it. 

His roots are in the ground, if 
he owns a home. He is a part of his 
local community and this makes 
him a many times better risk than 
the average purchaser 
appliances. 

Banks who have had experience 
in financing power equipment sav 
that the character of power equip- 
ment purchasers makes power 
equipment paper “plush” for the 
bank. 

Remember, “‘no piece of power 
equipment should go out of a retail 
store until paid for either in cash 
or by a bank, or 
pany.” 


of home 


a finance com- 
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Gold Seal Roto-Tiler” 


takes less than a 2-foot circle of 
floor space to display 40 differ- 
ent patterns .. . holds 160 indi- 
vidual tiles. It’s just one of five 
displays developed by Gold Seal 
to make your tile-selling easy! 
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Tmere’s Bio Money in Floor Tile | 
...and Gold Seal helps you get it! 


Look... 


Average sales over $25! 


No nickle and dime nuisance with Gold Seal Tile! 
Even 2 small room often needs up to $50 worth 

of tile flooring. And Gold Seal has the complete line— 
a tile for every purse and purpose —all at a 

whopping mark-up! 


Home owners are buying more tile than ever! 


More people are remodeling and more people are 
buying tile every month, /2 months a year. Tile is a 
big year-round business that grows bigger every day. 
So why not cash in on it with Gold Seal? 


Complete tile line—fast turnover 


Gold Seal offers a complete tile line— inlaid linoleum, 
plastics, vinyl asbestos, asphalt, cork and rubber. 

And from your nearby Gold Seal Distributor, you 
get overnight service for special or fill-in 

orders. Now you can keep turnover (and profits) 
high ... all on a rock-bottom investment. 


Small-space displays make selling easy! 


Tested Gold “eal displays like the “‘Roto-Tiler”’ 
(shown here) simplifies the selling of nationally- 
advertised Gold Seal tile. Gold Seal offers a variety of 
smart, compact displays tailored to fit your store 
exactly .. . all modern, self-service money-makers! 


Tile helps sell other items, too! 


Tools, adhesives, plywood, lining felt. All these 
are natural tie-ins to tile sales. Follow-up sales of 
cleaners, waxes and floor polisher rentals make 
even more money for you. 


TILE MEANS BUSINESS...WHEN YOU HANOLE FAMOUS GOLD SEAL TILE! 
Call your Gold Seal distributor today! 
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FOR HOME / BUSINESS / INSTITUTIONS: 


BY THE YARD AND TILES—Iniaid Linoleum + Nairon® Plastics 
Vinylbest* Tile + Cork Tile + Rubber Tile - Asphalt Tile 
PRINTED FLOOR AND WALL COVERINGS—Congoleum® and Congowall ® 
RUGS AND BROADLOOM—LoomWeve ® *Trademark 
Satisfaction guaranteed or your money back 


© 1957 CONGOLEUM-NAIRN INC., KEARNY, N. J. 


EW! 


for STEEL, 

ALUMINUM 

or WOOD 

CASEMENT WINDOWS 





Shuford’s Casement Window 


é 
' 
> 


@ EASY to SELL! 
@ EASY to USE! 


Evebusive design makes it sure to seal! 


Now your customers can weatherstrip their own 
casement windows economically, easily, quickly! 


DO-IT-YOURSELF KIT 
contains 18-foot strip complete 
with adhesive and instructions. 


Made of 100% virgin vinyl, Shuford’s casement window 
weather stripping won’t crack or peel, stays pliable no 
matter what the weather. Resistant to moisture. Seals 
out drafts, dust and noise, cuts fuel bills, does not inter- 
fere with window operation. Gray color. 

Attractively packaged kits come packed 12 to carton, 
12 cartons to shipping container. Also in 500-ft. reels for 
sales by the foot. For high profits, quick sales, stock 
and display Shuford’s Casement Window Weather 
Stripping NOW! 


Order from your dealer, or write 





CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS ee WEATHER STRIPPING 
COTTON & RAYON YARNS « EXTRUDED PLASTICS 


Sh 
Swford 


Mills _ 





2594 World's Largest Manufacturer of Cotton Cordage 
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(Continued from page 10) 


New products play a key role 
in keeping business growing 


Have you ever stopped to really 
analyze the products you sell? 

Did you ever give any thought 
to how many of these products 
were in existence years ago? 

The government reports that 80 
percent of the national economy 
today is based on products that did 
not exist 75 years ago. 

While the proportion of new 
products may not be that great in 
the hardware field, there are many 
new hardware products introduced 
every day. Descriptions of many 
of these new products appear in 
each issue of HARDWARE AGE, start- 
ing on p. 14. 

The alert hardware dealer keeps 
up with these new products by 
reading these new products col- 
umns regularly. 


Small business loan program 
aids many hardware dealers 


Many hardware dealers. are 
among the 12,272 small business- 
men who have been helped by the 
Small Business Administration 
since it started its lending pro- 
gram. 

SBA has approved loans totaling 
$357.7 million between Sept. 29, 
1953, and April 30, 1957. 

Many loans helped businessmen 
establish credit with private banks, 
SBA reports. Seven out of 10 loans 
were made in participation with 
private banks. 


Most of servicing businesses 
are small, government finds 

Don’t be disturbed by the fact 
that your servicing business may 
not be very large, Most servicing 
businesses in the United States are 
small, according to a government 
census. 

For every servicing business 
with yearly receipts of $500,000 
or more, there are more than 100 
with less than $15,000, the Com- 
merce Dept. reports. 

(Resume reading on pcge 11) 
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D-3 


t s 
Realistic? ¢« « » Your customers won’t believe their eyes when they 
see the true-to-life impression of the all-new Victor Decoys—and 
they won’t be able to resist buying, either. 


Look at these NEW Features 

Broader across the back— 

Appears more life-like to high-flying game. 
Natural plumage— 

Adds sales and eye-appeal, assures more effective results. 
Sit lower in the water— 

Results in greater stability and more realism to high-flying game. 
lridescent head and wings— 


Mallards have iridescent paint on head and wings; all species have 
glass eyes for added attraction, a more finished look. 





’ 
Available in these 3 Models Famous Victor Majestic 
Tenite Plastic Decoys 
Victor MOLDED FIBER me ig yn 
@® No. D-3 Victor Magnum — Oversize; species; D-10 Standard—seven 
heads can be fixed in any position. | ee eee eee 
Two Species: Mallard, Black Duck. 











(No. D-3 Veri-Lite style also availa- 
ble in seven species: Red Head, Blue 
Bill, Canvasback, Whistler, Widgeon, 
Pintail, Teal.) 

@ No. D-2 Victor Premier — Full Size. 
Three Species: Mallard, Black Duck, 
Pintail. 7 


Victor WOOD 


@ No. D-4 Victor Imperial—Oversize; 
new “live-action” movement. 
Three Imperial models: Mallard, 
Black Duck, Canvasback. (Reg- 
ular D-4 models: Pintail, Red 
Head, Blue Bill, Widgeon, Whis- 
tler, Teal.) 
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NEW | Sait 
“Call of the Wild” 


Now you can attract Ducks, Geese, Crows, and 
other birds by using the actual recorded 
call of the particular game you’re hunting. 
“Call of the Wild” is a portable, three-speed 
record player with a powerful transistor 
amplifier that can be heard up to a distance 
of three miles. Transistors and printed cir- 
cuits eliminate the use of vibrators and 
other fragile and expensive parts, provide 
compactness and lightweight. 

Unit is powered by three inexpensive bat- 
teries which last up to 85 hours of operation. 
Can be used as a low-cost public address 
system by simply plugging in hand micro- 
phone. 

Six 45 RPM records now available: Crow, 
Mallard and Black Duck, Pintail and Mal- 
lard with Black Duck combined, Canada 
Goose, Blue Goose and Snow Goose com- 
bined, and Turkey. 


See the full line of Victor Decoys in Molded Fiber, 
Tenite Plastic, and Wood. . . . It’s the most complete 
line available anywhere. Ask your wholesaler for cata- 
log illustrated in full color. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. Pascagoula, Miss. Niagara Falls, Canada 
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Elastic — Convention 
molds to shape 


1957 


Calendar 


1958 





conventions shows 


conferences 











7-11 National Retail Hardware Assn. 
Congress, Dallas 
8-12 National Housewares Exhibit, At- 


22-26 West Coast Housewares Show 
San Francisco 
29-31 Our Own Hardware Co. Summer 


Meeting, Minneapolis 


August 


4-7 Gift Show, San Francisco 
11-14 Gift Show, Portland, Ore. 





FANTASTIC? No, Gold Seal | For dates of wholesalers’ toy shows, please turn to pp. 62 and 63 of 
Plastic Tape. Highly elastic, it the June 6, 1957 issue of HARDWARE AGE. 


“flows” on to cover any surface 
snugly. STICKS and STAYS like 





Convention Check List 


For complete details about the conventions listed by dates below use 


the alphabetical listing following this quick check list 


lantic City September 


Merchandise Show & Stockholders’ October 





18-21 Gift Show, Seattle 
25-27 Gift Show, Spokane 
25-30 Gift Show, New York 


22-25 National Builders’ Hardware Con- 


vention 


14-18 National Hardware Show 

20.23 National Hardware Convention 

29-31 Hardware Wholesalers, Inc., Mer- 
chandise Show & Stockholders’ 
Meeting, Fort Wayne, Ind. 








a quality tape should. Tough plas- 
tic defies water, oil, solvents, sun- 
light, and weather. In handy 20 
foot rolls. For fast turnover, 
Steady profit, stock and sell the 
tape your customers want — 


GOLD SEAL. Jenkins Bros.. Rub- National Events 


ber Division, 100 Park Avenue, 

New York 17. 

American Hardware Mfrs. Assn. joint 
annual convention with the National 
Wholesale Hardware Assn., Oct. 


quarters Marlborough - Blenheim 
Hotel. Arthur L. Faubel, AHMA 
secretary, 342 Madison Ave., New 
York 17, N. Y. Thomas A. Fernley, 
Jr... NWHA managing director, 1900 





IN HANDY 
20 FOOT National Builders’ Hardware Exposi- 
ROLLS tion, Sept. 22-25, at Chicago, IIl. 


Headquarters and Exhibition at 

Conrad Hilton Hotel. Exhibition 

dates are Sept. 23-25. Sponsored by 

National Builders’ Hardware Assn., 
| John R. Schoemer, managing direc- 
| tor, and American Society of Archi- 
| tectural Hardware Consultants, Wil- 
| liam S. Haswell, acting secretary. 
Administrative offices, of both asso- 
ciations, 515 Madison Ave., New 
| York 22, N. Y. 


Ten 20 ft. rolls in the 
Handy Pack can. 


Single 60 ft. rolls in 
individual metal cans. 





National Hardware Show, Oct. 14-18, 


York 17, N. Y. Frank Yeager, di- 
rector. 


20-23. at Atlantic City N. J. Head- National Housewares Exhibit, July 


8-12, Convention Hall, Atlantic City, 
N. J. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


Arch St., Philadelphia 3, Pa. National Retail Hardware Assn. Con- 


gress, July 7-11. Statler - Hilton 
Hotel, Dallas, Texas. Sponsored by 
Nationai Retail Hardware Assn., 
964 N. Pennsylvania St., Indian- 
apolis 4, Ind. 


National Wholesale Hardware Assn. 


joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 20-23, at Atlantic City, N. d. 
Headquarters, Marlborough - Blen- 
heim Hotel. Thomas A. Fernley, Jr., 
NWHA managing director, 1900 
Arch St., Philadelphia 3, Pa. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17, N. Y. 


Gold Seal FRICTION—RUBBER—PLASTIC TAPES... | at the Coliseum, New York City. Second International Housewares 
Commercial and Specification Grades | Sponsored by National Hardware Show, June 30-July 4, at the Colli- 


Show, Inc., 331 Madison Ave., New 
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seum, New York, N. Y. Sponsored 
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NEW PHENOMENAL AEROSOL FLORAL “BOMB” 
for YEAR-ROUND HOUSE AND GARDEN PLANT SALES 


iy caro’s Fantastic NEW GIBBIN *. 


THE WORLD'S 


ONLY GIBBERELLIN . 


IN HANDY, EASY-TO-USE 


PN | fo} to} Ri te} tit 


MAKES PLANTS, FLOWERS, SHRUBS | 
GROW «> 3 TIMES FASTER & LARGER! 


MILLIONS OF DOLLARS OF NATIONAL PUBLICITY has already pre- 
sold Gibberellins to 8 out of 10 home gardeners. National magazines 
have acclaimed it! Leading universities have proved it! Now this 
amazing chemical discovery is available for the very first time in an 
easy-to-use, recommended aerosol form for year-around sale... 
Gard’s GIBBIN. There’s no mixing, no guesswork. Each GIBBIN 
spray automatically disperses the right formulation of Gibberellins 

Wises quteat: phathe 00 the to produce bigger, lovelier blossoms... 

story! thicker, greener foliage . . . speed 

turf growth .. . make plants grow 


up to 3 times faster & larger. 


Tomato plants double the amount of 
fruit, add 50% dry weight. 






















ee > 
















) Believe it or not,™ 
’ these cabbage | 
plants are the 
same age. The 
plants at right, 
treated with Gib- 
bin, by-passed 
the head stage 
and grew into 


Be first to offer this sensational 
year-round product 


Stock up with GIBBIN now! There ~ 
are still plenty of summer sales to ~ assays cg i 
be made ... and the market for fall . 

and winter plants will be just as big! 
GIBBIN is not a fertilizer, not a hor- 
mone but a completely new and non- 
competitive type of garden product. 
Recommend it for African Violets, 
Geraniums, Roses, Snapdragon, Pe- 
tunias, Hydrangea, Orchids, Holly, di AY, | COUPON 
Chrysanthemums, trees, turf grasses 

and most types of summer and 6 neg tap denny! 
winter plants. 





Gibbin-treated Stock plant 
grows bigger, flowers earlier. 


ARE limited—so act now! 


® One GIBBIN spray treats f° 
' 
i 


WS OWOSSO BOOGOGE84 


more than 250 young 


GARD INDUSTRIES, INC. 








BUILD A aia a. plants. Dept. HA6, Wilmette, Illinois 
psec ia gti tg @ Works equally well on out- To 

’ 7 : . . ‘ 
Spray GIBBIN on one Ge- door or indoor plants. (fill in wholesalers name & addres:) 


ranium and not the other, 























Please rush doz. cans of GIBBIN. 
. pan I 

a costes hie sig ne © a _ GIBBIN Dealer price: $21.60 per doz. cans. $2.95 retail price 

y U se resvy $i ! rT cannot a t 3 

these photos that will amaze pe a sae 1 12 02. can. 

you and your customers... GAUSS BY ' 

and also skyrocket your GARD INDUSTRIES, INC. : Name 

sales! WILMETTE, WLINOIS r 

: Company 
Manufacturer of ; 
GARD WEATHERPROOF SPRAY GARD ANTI-RUST SPRAY : Address . 
Gord-the greatest name in aerosols—100% guaranteed L - 
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Manufacturing 


New York e Bo 
Detroit « Chic 


The line tha 


Profit for tone jpaves some 


u! 

Sold through Hardw 
Full margin. 

High product values, 
Packaged right. 


One freight-saving Source 


are wholesalers, 


NORTH & JUDD 


Company 


Cticut 


ston * Philadelphi 
, Phia * Atlanta « 
ya F sn louis * Dallas ° les Pn 
FANcisco . Seattle ngeles 


New Britain, Conne 


Convention Calendar 


(Continued ) 





by Orkin Expositions Management, 
19 W. 44th St., New York 36, N. Y. 


Regional Events 


Gift Shows: San Francisco, Calif., in 
Civie Auditorium, Sheraton-Palace, 
St. Francis and Sir Francis Drake 
Hotels and Western Merchandise 
Mart, Aug. 4-7. Portland, Ore., in 
Portland Public Auditorium and 
Plaza and Benson Hotels, Aug. 11- 
14; Seattle, Wash., in Civic Audi- 
torium, Olympic and New Wash- 
ington Hotels and Terminal Sales 
building, Aug. 18-21; Spokane, 
Wash., in Davenport Hotel, Aug. 
25-27. Western Merchandise Ex- 
hibitors Assn., Kay Leber, show 
manager, 1355 Market St., San 
Francisco 3, Calif. New York, N. Y., 
at Hotel Nev Yorker and N. Y. 
Trade Show Building. George F. 
Little Management, 220 Fifth Ave., 
New York 1. 


Hardware Wholesalers, Inc., 11th 
Annual Merchandise Show & Stock- 
holders’ Meeting, Oct. 29-31, at com- 
pany warehouse, Nelson Rd., Fort 
Wayne, Ind. 


Our Own Hardware Co. Summer Mer- 
chandise Show & Stockholders’ 
Meeting, July 29-31, at company 
offices and warehouse, 618 N. Third 
St., Minneapolis, Minn. 


West Coast Housewares Show, July 
22-26, at Western Merchandise 
Mart, San Francisco, Calif. Spon- 
sored by Western Housewares 
Assn., Western Merchandise Mart, 
1355 Market St., San Francisco 3. 





HARDWARE HUMOR 








_—e ; 
| ELECTRICAL APPLIANCES | 
we BE Me 


SERVICE|} —_ 
WHAT 
we set 


































“He wants us to repair a toaster he 
bought from a discount house.” 


HARDWARE AGE, JUNE 20, 1957 





ee nt a 4 
= a» 
, ah en om a + ‘. 
‘: % ae 
- fn . Me Mg ’ j >. ties >. ~ 
& / t a 7 : : 
(ae é; J * m i 
04 a é Z - Se “ es ? ; 
bd ; ; " > : 
A 2 ; . e penn — ‘ ; ad 
, ; ; — ; 
a os : - 
& - P : _ ; ' ge? P. » 
* ~ 7 "| : 
~ re ° 
- . , 
2 
Cm, 
bead 


HARDWARE AGE 


BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, A.H.C. 


is 
= 





HOGAGNTH AaUM 





¢ Practical, down-to-earth information for hardware men, 
contractors, architects, students, teachers. 






¢ All the basic facts about Builders’ Hardware presented in one 
, pages, 
simple, easy to understand language. 385 illustrations. 


size 8!/," x 11" clothbound 
Price only $8.00 


¢ Detailed descriptions of functions, applications, specifica- 
tions and estimating. 





This all-inclusive volume covers base 
metals, finishes, hinge requirements, 
lock functions, exit devices, door closing 
devices, lock security and keying, hard- 
ware installation, special type hard- 
ware for specific types of buildings, 
and safety precautions. Operating 
costs, financing, marking goods, other 
information necessary for efficient 
management. A complete glossary of 
builders’ hardware terms is also in- 


cluded. 





WRITTEN BY AN EXPERT 
WITH 45 YEARS' EXPERIENCE 
IN BUYING, SELLING 
AND MANUFACTURING 
BUILDERS' HARDWARE 


CJ 


HARDWARE AGE, JUNE 20, 1957 


RECOMMENDED BY NATIONAL BUILDERS' HARDWARE ASSOCIATION 
AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 


—for experienced hardware men or students 


—how to set up a builders’ hardware department—and 


make it pay 
—how to read blueprints and specify jobs 
—how to cash in on replacement and follow up items 


—how to bring prospects into your store 


HARDWARE AGE. DEPT. A2 
56th & Chestnut Sts. 
Philadelphia 39, Pa. 


Please send me ...... copies of HARDWARE AGE BUILDERS' HARDWARE 
HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 


the invoice in the amount of $8.00 per copy, plus 45 cents handling and 
postage. 


POWs E CEE. tlhe 6.6066 60k0 0 dGbES Saebeuteebedt ies one 
diab vodmase oes chdbh mate eetwescne de otebbeseeen 
GU Me cckudeccesdcceccccsn Zone ...... Bee cS ccncetas oy 
Check here if sending payment with order, saving you the 45 cents handling 


and postage charge. 


SSS SS SSS SSS SSS SKK KKK CK KKK SK SS Ke 


Se SSS SSS SS SSS SSSSSCSSSSSSSSSSSS SESS SEEKS Bee ee eee ee eee eee eee el 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 71. 


(Continued from page 15) 


Hand tools for dry walls 


Here is a complete line of spe- 
cialty hand tools for dry wall work. 





There are 5 tools in the Clinsteel 
line: Flexible stainless steel corner 
trowel (shown) sells for $4.95; fin- 
ishing trowel has 3 blades and sells 
for $4.95; aluminum hawk with lip 
sells for $2.75; curved blade trowel 
in three sizes sells for $4.50 and $5; 
wide bl-de knife and scraper sells 
for $1.35. Sands Level and Tool 
Div., Unit Rail Anchor Co., Inc. 


For more data circle No. 14 on postcard, p. 71 


Shelving for home storage 
This line of metal shelving is for 











storage use in the home. Shelves 
are easily assembled and have a 
load strength of 175 lb per square 
foot. Standard unit trays are 1 x 2, 
2 x 2 and 2 x 4 ft. Uprights are 


08 


4 ft and 6 ft 3 in. Uprights are 
available in any multiple of 2 in. 
on special order and shelves can be 
finished in any color. Standard 
finish is gray hammerloid. Tyler 
Products Corp. 


For more data circle No. 15 on postcard, p. 71 


Wheel for chair casters 

This long lasting 2 in. diameter 
rubber wheel for office chair cas- 
ters is now the standard wheel for 
this line of casters at no added 
cost. The durable wheel is 1/16 in. 


: » 





wider than former wheels for maxi- 


mum floor protection. Bassick Co. 
For more data circle No. 16 on postcard, p. 71 


Submersible pump check valve 


This check valve for submersible 
pumps is all bronze with flexible 


rubber poppet and is corrosion 
proof. Comes drilled and tapped 





with one or two se or \% in. side 
outlet connections for pressure 
switch, gauge or snifter valve. It 
will work in any position. Valves 
are available in four sizes from 1 
to 2 in. Strataflo Products, Ine. 

For more data circle No. 17 on postcard, p. 71 


Rug, carpet shampoo machine 
This Clarke rug and carpet sham- 
poo machine is designed especially 


OO BP eS meee ecm enue 
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for rental to do-it-yourselfers. The 
floating nylon brush self-adjusts to 
provide correct pressure for thor- 
ough shampooing without excessive 
wear on the floor covering. The 
42 lb machine has a fingertip meter- 
ing valve for flow of cleaning fluid 
from a 1% gal tank. Shampoo Ma- 
chine has a 12 in. brush and a 14 
hp motor. Clarke Sanding Machine 
Co. 


For more data circle No. 18 on postcard, p. 7) 


Two .22 calibre carbines 


One .22 calibre carbine is a bolt 





action repeater with closed-in ac- 
tion. Bolt operation is within the 
receiver. Model 342 with rear peep 
and military front sight and 342K 
with open sights replace models 142 


(Continued on page 70) 
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“CRESTOGRIP” 
The NEW Utility Plier 


BY CRESCENT 















































30% THINNER 
TWICE AS STRONG 





CLEAN, SHARP 
TEETH 


BOX JOINT ADJUSTABLE TO 
4 POSITIONS UP TO 114” CAPACITY 





——= EXTRA THIN—ONLY 14” 
AT THICKEST POINT 


FLUSH RIVET 
NO PROJECTIONS 
NON-SLIP CHECKERDOT 
KNURLING 





‘\ 


Crescent’s No. P210 Utility Plier 
is completely new ... revolution- 
ary! It’s not a “‘slip-joint” plier 
and not to be confused with 
conventional lap-joint “pump” 
pliers. Its double-strong box joint 
design is absolutely unique and 
assures a powerful grip like that 
of a pipe wrench without side- 
ways twist or strain. It will grip 
flat, square, hex or round objects 
with powerful leverage. 


om @ 


QUICK, POSITIVE ADJUSTFIENT 


This cut-away view shows 
joint construction with 
its extra generous bear- 
‘ ing surface at the arrow 
point. Adjustment is 
made by simply “walk- 







3 

7 ing” the rivet recess over 
’ the bearing point with a 
i pumping action of the 
‘ handles. Easy, positive, 





capable of heavy loads. 







Handsomely finished in rust-resistant 
zinc plate. Overall length 914 inches. 






Cive Wings lo Word 













Sold by hardware dealers and 
industrial distributors everywhere. 
Sign of lhe Cf rtisan 


Symbol of Cucelle ka 





Crescent is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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(Continued from page 68) 


and 142K. Retail at $31.95. The 
second new gun is an automatic 
carbine, models 352 and 352K, with 
clip that handles all three .22 cal 
cartridges. Priced at $37.95. Both 
guns have a black Tenite hinged 
fore end for use in prone shooting, 
grooved receivers for scope mounts, 
are 38 in. long and both are fair 
traded. O. F. Mossberg & Sons. 


For more data circle No. 19 on postcard, p. 71 


Low price centrifugal pumps 
Redesign and increased produc- 
tion efficiencies are features of this 











line of centrifugal pumps. Educers 
for shallow well use with %4 and 1 
hp models afford capacities up to 
1840 gph at 5 ft lift and 20 psi. 
New performances to depths of 200 
ft have been listed for deep well 
applications. New educers permit 
these pumps to be used on 2 in. 
diameter wells to depths of 140 ft. 
A trouble free mechanical seal is 
another feature of the pumps. 
Decatur Pump Co. 


For more data circle No. 20 on postcard, p. 71 


Plastic furniture supports 


Here is a complete line of fur- 
niture supports made of Balekite 
C-11 plastic to protect carpets from 
permanent indentations. The tough, 
strong and light plastic holds its 
shape under heavy loads even in 
direct sunlight. Resists crorosion 


70 





and chemical stains. Available in 
tack-on and insert types, the line 
comes in blond, clear and walnut- 
mahogany. Prices range from 29¢ 
to $1.29 per 4-piece set. Bakelite 
Co., Div. of Union Carbide Corp. 


For more data circle No. 21 on postcard, p. 71 


Reversible wrench attachment 


Proto’s Rotahead free-wheeling 
attachment makes any '™% in. drive 
handle, attachment, extension or 
torquer reversible. The 11/16 in. 
head has a self-contained mechan- 
ism that provides free-wheeling and 
a new bite is possible every 12 de- 





grees in either direction with noth- 
ing to set. Proto Tool Co. 


For more data circle No. 22 on postcard, p. 71 


Fiber-glass mesh planters 

Here is a line of translucent 
fiber-glass mesh planters at prices 
no higher than the maker’s stand- 











ard line of colored fiber-glass plant- 
ers. The planters, available in the 
Hat Box and Ming design, are 
shatter- and rust-proof and won’t 
warp or mildew. The versatile units 
are also useful as coolers, smokers 
and so on. Kimball Mfg. Ce. 


For more data circle No. 23 on postcard, p. 71 


Special hotel door lock 


This special lock for hotels and 
motels assures guests of complete 





privacy and security at all times. 
The pin tumbler lock has a visual 
occupancy indicator and a pin that 
blocks a portion of the key slot. 
When a key is left in the lock on 
the inside the door cannot be open- 
ed from the outside. The lock can 
also be set by the hotel owner to 
prevent the guest from entering 
with his key. Challenger Lock Co. 


For more data circle No. 24 on postcard, p. 71 


Folding panel hardware line 


Grant folding panel hardware 
has a complete range of sizes to fit 
2-door openings with 1 ft 6 in., 
2 ft and 2 ft 6 in. measurements 
and 4-door openings in 8, 4, 5 and 
6 ft measurements. Doors from %4 

(Continued on page T4) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 






























































use this FREE 















CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 


} 
' 





FIRST CLASS 
PERMIT NO. 346 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 








BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 





POSTAGE WIiILt BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 6/20/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


T 2 3 4 5 6 7 8 ae. oe 12 13 14 15 
ee. 3 ee, ee mn. met Se wae a Se 2 
31 — a a ee ae! Rm. DUS ee: a aa 
6 QF % 49 $0 SI 2 DS SS SS 3S FF 3S FF & 
61 7 Fee ee ee ee 72 #873 i ef 
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FIRM ....-- 


seeeeeeereeeeeereeeeneeeeeeeeeeeeeeeet tae eeeeeeeeeeeeeeeeeeeeeeee 


Dit Tiidd noceedhaereeeneedédeocecscalionian See. 


HAT 


Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the "What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 








When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


TTT 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 6/20/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


7 2 3 4 5 6 7 8 9 10 #1 12 #13 £414 
1% #17 #=+1 #9 «#320 = 2ts22kh6StlClUKRrUlClU2GUlUlClU GUC TCU CY 
31 32 33 34 35 36#«6©37«06| 638|6U39— 644006—6441lC A 643 «C44 
4 47 48 #49 #50 51 #52 S83 54 55 56 57 58 59 
61 62 63 64 65 66 67 68 69 $70 71 72 73 74 
76 #77 7 7 =+$%s 8) 82 83 84 85 8 87 s8 89 
7. 60692 SC 99 100 101 102 103 #4104 165 








YOUR NAME 


FIRM ADDRESS 
CITY or TOWN 





FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 








Ne postage secessary if mailed in the United States 


BUSINESS REPLY CARD] 













































































POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P. O. 
Box Address for Quick 
Mm nN 1 
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SSS 4, 
DOOR BUTTS 
















Use 3 Butts on every 
door instead of 2 
for smoothest action 





Style plus performance 


The addition of this extra butt mounted in the center 
of the door relieves the strain from the top and bot- 
tom butts. 


There is also less danger of doors warping when this 
improved method is used. 


This quality assortment of door butts have been 
designed and built to operate with friction-free pre- 
cision. Stoutly built of fine basic materials to with- 
stand strenuous daily service wherever installed. 






No. 502RC Button Tip No. BB500 Ball Tip 


No. BB502 Button Tip 


VIVA MANUFACTURING COMPANY 4072" 
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Cummer Protits 
- 


with 
n GIFTWARES 


Y/Y ,\ for Outdoor Living... 
> 


This season, outdoor living will 
be more popular than ever ... 
more people will do more en- 
tertaining and relaxing. Artistic 
is ready for its biggest sales 
season. How is your stock? Place 
your order now! 
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Hostess Caddy (6) 
Hostess Caddy (8) 
Beverage Caddy (6) 
Beverage Caddy (8) 
Snack Caddy 

#56-2 Fruit Bowl 

#55-20 Buffet Hot Plate 

#15B Napkin Holder 

#6-18 Tea & Coffee Caddy (6) 
#6-20 Dinnerware Caddy (4) 
#6-30 Dinnerware Caddy (6) 
#6-40 Dinnerware Caddy (8) 
#6-10 3 in 1 Tote Caddy (6) 
#6-11 3 in 1 Tote Caddy (8) 


HoouoooUooooon 
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There's an Artistic product for every shopper 
who comes in the door! Get details and start 
making real money right now. 


SEND for new catal and 
prices on more than 80 fast 
selling, money-making Artistic 
housewores and g ores. 
See us at Booth 1255-7 
NHMA Exhibit—Afiantic City 
July 8 thru 12 ; 
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WHAT'S NEW 











@ For more information on these products and services 


use free post card on page 71. 


(Continued from page 70) 





to 13% in. thick can be fitted with 
these sets which include nylon 
glides, track, hinges, pivots, align- 
ers and polished brass pull. Grant 
Pulley & Hardware Corp. 


For more data circle No. 25 on postcard, p. 71 


Unvented gas wall heater 


This cool cabinet unvented gas 
heater can be firmly attached to the 


wall with four screws. The combus- 
tion housing of the Pin-up heater 
is coated with a high temperature 
porcelain enamel that won’t rust or 
burn out. The 2-tone tan unit takes 
up no valuable floor space. Temco, 
Ine. 

For more data circle No. 26 on postcard, p. 71 


Focusing utility lantern 


Sportsmen and homeowners will 
be customers for this handy all- 


purpose utility lantern with focus- 
ing lighthead. The light has a 
4 in. diameter curved lens and re- 
flector with a spring loaded shock 
proof mounting. Bearcat uses two 
6-volt batteries in a unitized bat- 
tery and case. The red baked en- 
amel lantern sells for $6.95. Re- 





placement batteries are $2.45. 
Burgess Battery Co. 


For more data circle No. 27 on postcard, p. 71 


Colored revolver models 


Three of the five new Sentinel 
revolvers are in colors to attract 
women customers. These snub bar- 
reled .22 calibre hand guns come 
in the traditional blue and deluxe 
nickel plus gold, turquoise and 
pink. Color Sentinels are packaged 
in lined mahogany finished cases 





with lock. High Standard Mfg. 
Corp. 


For more data circle No. 28 on postcard, p. 71 


(Continued on page 76) 
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0. AMES CoO. 


PARKERSBURG, W. VA. 
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STRENGT 


EAS 


WAMEs! 


WW 


A22 


Ask your jobber about the spe- 
cial dating terms on Ames leaf 
rakes and Ames handy planters. i] 
Order early so you don’t lose y/ 
any sales on these fast-sellers. 


7@) : 


A 


H 


Y 


DJIUSTING 


New: 


BULB PLANTER 

Retails About $1.00 

© Idecl for planting bulb 
ptt aati 

© Marking on sides indicates 
depths 

© Serrated for easy 
penetration 


R18 


I\\ 





NOW! You and your customers 
SAVE TIME & MONEY on every job 


WITH W-H SINGLE-UNIT POLY-PAKS! 
available with all items previously fissue wrapped 


Customers take to their jobs the exact 
hardware units they’re installing, com- 
plete with the right size and the right 
quantity of needed screws. All compo- 
nents are together; the annoyance caused 
by lost or missing parts is forever ended. 
Merchandise is always clean and bright— 
“nC .:~=CsCS facttorry-frresh,” free from scuffs. 
~ YOU, TOO, will find W-H single-unit 
‘+  « hardware POLLY-PAKS a wonderful 
< — way to store, protect and handle your 
* . stock; they enable you to supply 
the exact quantity of any wanted 
_ item without counting out 
- 2 4 needed screws. COST NO 
, | A MORE than old-fashioned 
' ' = packing; have added sales- 








appeal. Worth asking for 


“a by NAME! 
WESSEL 


WESSEL [2 


919-931 N. 5th St. 
ox HARDWARE 


Philadelphia 23, Pa. 
corporation 














In Canada: Geo. S. Hall Co. 
25 Grenville St., Toronto 1 
Export: Hall & Reis, Inc. 

165 Broadway, New York & 


HAE-HW-369-557 





WHAT'S NEW | 
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NOT TO THE BUTCHER 
NOT TO THE BAKER 


NOT TO THE CANDLE- 
STICK MAKER 


stores, YOUR 


MR. PHXZ CARRIES 
A LOAD! 












But to hardware 
hardware store. 
Every ad we've ever run, and 
there have been millions of them, 
has specifically directed customers 
to hardware stores for their Water 
Masters. 

We will continue to send these 
customers to your store. Stock 
Water Master Tank Balls, and enjoy 
these easy, frequent sales. 





A large investment in a 
small volume fine! 


Fasteners are only a small part of his busi- 
ness, but Mr. Phxz thinks he has to carry a 
large inventory of fasteners to satisfy his 
customers! Too bad he hasn't heard of the 
Sharon line—a complete fastener department 
with small investment, 1,000 sizes of the 
most-wanted fasteners in minimum space! 
He'd be able to put his money and valuable 
counter space toward more profitable items— 
and still nave complete fastener stocks—with 
the Sharon Assortment! 


Small investment is one important reason why 
it pays to stock the Sharon line! 


ASK YOUR JOBBER, OR WRITE: 








Shar We O71 and. Pay FCI Lo Vor 0d, Wass 
Ne -” 
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@ For more information 
on these products and 
services use free post 
card on page 71. 








(Continued from page 74) 


Surface sanding liquid 


Do-it-yourselfers and profession- 
als will be customers for this sand- 
ing liquid that reduces the need for 
hand or machine sanding when re- 





finishing floors and so on. The li- 
quid, applied by cloth, will remove 
dirt, oil, grease or wax. Also will 
soften and smooth rough, crazed, 
and scaled surfaces. Can be added 
to paint or varnish to prevent 
crawling and provide a tight bond. 
Sterling Quality Products, Inc. 


For more data circle No. 29 on postcard, p. 71 


Durable adjustable sink mat 


The adjustable Poly sink mat of 
molded unbreakable polyethylene 
fits single or twin sinks in any 
kitchen. This Blisscraft mat is 
chip-proof, crank-proof and color- 
fast. It is unaffected by acids or 
detergents. The scalloped edges 





(Continued on page 78) i 
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The only complete quality line 
of white steel tapes 


6, 8, 10 and 12-Ft. 5) | with ALL these sales features 
POCKET TAPES y — 


A size for every use 


Top quality - workman- _ ) BS) Plastic Utility Cases 


ship. The pace- setters 
@ Double Markings 






















of the pocket tape field 

















Work in feet and inches? r ' , 
Read here. i | 1 Oo! ys | i ryt 








Work in inches? ake 2 dy 2 3 ahr Ly 
Read here. 
"an tena: | a eS) Sliding Hook — For Accurate 
| = Inside-Outside M 
10-Ft. and 12-Ft. j i: nside-Outside Measuring 








Something NEW. 34 
wide blade permits 


higher upright measure- : @® Chrome-Plated Cases @ Guaranteed 





ments. EXTRA: The Unconditionally 

Evans KING-SIZE is ~ } 

equipped wits remov- : @ Replaceable Blades @ Snow-White Blades — 
— In All Sizes Jet Black Markings 














RETAILERS REPORT Ewatia 


THEIR BEST-SELLING ' 
7) ae). | ee BY 2 TO T : 


LONG TAPES 
25, 50, 75, 100-Ft. 


Viny! leatherette cov- a | ay 
ered, special hook-ring . Ss 
attachment, chrome- \' : ws _- . | 
plated winding reel arid ¥ BSS In a recent survey, thousands of retailers 
double goller mouth- . t ; were asked: 
piece. Stainless steé! fot 


1) Which brand of tape sells best? 


2) Which manufacturer does the best pack- | 
aging and merchandising job? . 
oe 


edge band 





By two to one, dealers said Evans outsold 
all other lines! 


They rated Evans America’s best packaged, ) 
best merchandised tape line, too! 


Evans was first to foresee the volume sales 
possibilities of steel measuring tapes. Evans 
“firsts” ...in products, packaging, pricing and 
promotion...took tapes out from under the 
counter—and dressed them to go places. 
The result? A tremendous sales increase for 
| Evans’ dealers — thanks to the public’s new 
| “tape-consciousness” produced by Evans ad- 
: 








ee > 


} vertising and merchandising. 
| Are you taking full advantage of this 


OT A PIII 








proved, profit-rich market? ae 
“sg o e $y 
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ee 5 a See. Se a. % Pa. 
a : - 4 © N eee - S + % > 
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WHAT’S NEW 





@ For more information on these products and services 
use free post card on page 71. 


(Continued from page 76) 
blend with other Blisscraft acces- 
sories. The red, yellow, pink, or 
turquoise mats are packed sepa- 
rately in plastic bags. Sold singly 
or in pairs at 98¢ each. Blisscraft 
of Hollywood. 


For more data circle No. 30 on postcard, p. 71 


Salt water spinning rod 


This medium one-piece salt water 
spinning rod has been added to the 
Harnell Black Spun-Glass tubular 
fishing rod line. The new unit 
features a tandem grip arrange- 
ment and is recommended for surf 


zm, 


spinning. 
Co. 


For more data circle No. 31 on postcard, p. 71 


George Hine Products 


Large self-winding tape 

Here is a king-sized version of 
the Evans Power-Tape. The new 
tape has a *%% in. rigid blade that 
stands up for vertical measuring 
plus controlled speed blade return 
with a positive stop, inside-outside 
measurement, self-adjusting end- 
hook and black on white markings 
in inches and feet. Comes in 10 
ft size at $2.79 and 12 ft size for 
$3.29. A cowhide belt holster is 
offered to customers for 15¢ and 
one is included free with each dis- 
play box of six tapes. Evans Rule 
Co. 


For more data circle No. 32 on postcard, p. 71 
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Sturdy household mixer 


Housewives will be interested in 
this heavy and sturdy hand food 
mixer in the popular price range. 
The Value King model has extra 
heavy frame and flywheel, stainless 
steel shaft and blades and high 


lustre chrome finish. Blades are 
permanently locked to shaft. Comes 
in a choice of red, turquoise, pink, 
black, or yellow, and is gift packed 
in a 2-color carton. Maynard Mfg. 
Co. 


For more data circle No. 33 on postcard, p. 71 


Small sized doll carriage 


Youngsters will want this Little 
Darling doll carriage for 8 and 10 
in. dolls. The new model has a 
12% x 5% in. pink body made of 
woven narrow oval fibre. It has a 
white baked enamel metal handle 
which is 17% in. high and wheels 
white tubular metal spokes and 


5/16 in. full circle tires. Retails 
for $6. South Bend Toy Mfg. Co. 


For more data circle No. 34 on postcard, p. 71 


Wire stripper screwdriver 
Strip-O screwdriver has a double 
purpose handle which strips any 


a <“é 
wire 14 through 20 gauge, includ- 
ing double strand household wire. 
The Tenite acetate handle has an 
opening in the center where a cut- 
ter is fixed. The tool has a nickel- 
plated steel blade and comes in four 
sizes. Wire Stripper Tools, Inc. 


For more data circle No. 35 on postcard, p. 71 


Large hanging magazine rack 


Up to 125 magazines can be filed 
in this roomy rack. It measures 20 








in. wide, 40 in. high, shelves 3% in. 
deep and 13 in. apart. The bright 
aluminum unit attaches to any wall 
or door. Retails for $6.98. Damar 
Products, Ine. 


For more data circle Ne. 36 on postcard, p. 71 


Forced draft oil heater 


The Superflame 11-CDH custom 
deluxe forced draft oil heater fea- 
(Continued on page 80) 
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~. Look what happens when 
_ BPS VINY-BOND moves in! 


* 


Write Now! Get facts about 
“Colors on Parade”... proved the 


industry's top-profit-producing mer- @ vinv-sonn SENDS PAINT SALES SOARING! 
chandising plan that's tailored right 
to your store. Dealers report sales UP 


as much as 40%, Unique and exclu- Great things are in store for you with this new customer-pleasing 
sive way to sell BPS. Adds real 


vinyl-latex wall finish—BPS VINY-BOND. 
sales wallop. 


Nothing like its quality and ease of application! Colors are the 
finest! It’s a sales winner that really sells . . . boosts the entire 
BPS line .. . builds your store prestige and sales. 


BPS VINY-BOND—the new star in the star-studded family of 
PAINTS top-quality BPS Paint Products. 


Dave Garroway 


The PATTERSON-SARGENT Co. 


1325 E. 38th St. | 420 Lexington Ave. 
CLEVELAND 14, OHIO NEW YORK 17, N. Y. 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 71. 


(Continued from page 78) 


tures modern styling, forced cir- 
culation and on the floor heat. It 
also has a complete stainless steel 
burner, built-in pilot light and elec- 
tric thermostat controls. The unit 
operates manually if the power 
fails. Queen Stove Works, Inc. 


For more data circle No. 37 on postcard, p. 71 


Crystal pattern glassware 


Colonial Heritage is a line of 
deep miter-cut table glassware by 
Libbey. The crystal pattern is on 
a full range of table settings that 


include five tumbler and five low 
stemware sizes. An 8-piece gift 
carton of tumblers sells for about 
$5. Stemware sells for about $7 
for eight of a kind. Sizes range 
from a 1 oz cordial to a 16 oz cooler. 
Libbey Glass, Div. Owens-Illinois 
Glass Co. 


For more data circle No. 38 on postcard, p. 71 
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Ornamental lawn bird bath 


Here is a modern design bird 
bath for the lawn which is made 
of light weight, colorful, unbreak- 
able plastic. Stands 28 in. high. 
Pedro holds water in its hat brim 
and feed in the top of the som- 
brero. Retaiis at $9.95. Available 


in six weatherproof colors. Rosen- 
berg Bros. & Co. 


For more data circle No. 39 on postcard, p. 71 


Small fish tape winder 


Jr. Tape-Mate is a smaller size 
of the Tape-Mate fish tape winder. 
The new winder fits all small round 
fish tape reels containing % in. 
flat fish tape. This winder sur- 
rounds the reel and is secured with 
four self tapping screws. It has a 
finger grip design and a tape guide 
slot. Sells for $2.75. Holub Indus- 
tries, Inc. 


For more data circle No. 40 on postcard, p. 71 


Soft vinyl eight-inch doll 


Youngsters will go for this 8 in. 
doll with all the features of the 


larger, deluxe doll. Cindy Lee is 
made of soft vinyl with pink com- 
plexion and molded hair. She has 
sleeping eyes, drinks, wets, blows 
bubbles, and coos. Washable. Comes 
dressed in pin-on diaper and gift 
packed. Also available in brown 


vinyl. The doll sells for $1.98. Sun 
Rubber Co. 


For more data circle No. 41 on postcard, p. 71 


Polyethylene waste basket 


This 26-quart wastebasket com- 
pletes the Sally Smart line that 
covers three sizes and prices. The 
new polyethylene basket lists at 
$2.98. All three baskets in the line 
have rolled rim edge and legs. 


~ n,n scaiastarannielll 


Other sizes are the 8 qt basket at 
98¢ and the 14 qt size at $1.98. 
Transparent Specialties Corp. 


For more data circle No. 42 on postcard, p. 71 


Cooking fume converter 
Here is a handy electric appliance 
that housewives will find interest- 


(Continued on page 84) 
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‘CAUSE EVERYONE. 
WANTS THE 





PORTABLE 
COOLER 


Opens Like a Suitcase... 


Allows instant access to the entire con-, 
tents! No reaching—No digging! 


4 Greater—Longer Coo 


No ice—No mess—Has 4 
refrigerant’ 
than ice... j 

and 





... You'll Never Go Outdoors 


— It" ps4 
Colorful—Eye Catching... << Se 
FLOOR DISPLAY! SNS 


at's 
Ml of todays modern 
ing ... the one piece, structurally relaborend 
fvy-gauge steel construction gives years of ‘‘new-look- 
ing’ service .. . and in these beautiful colors .. . 
Aqua—Coppertone—and Blue Hammer Finish. 


“THE MOST COMPACT AND EFFICIENT 
PORTABLE COOLER MADE" 


2415 N. Pulaski Road * Chicago 39, Illinois 


AEE . «-« FOR COMPLETE INFORMATION, WRITE TODAY “— 
NATCCO pig RE Z, NATIONAL STEEL CABINET CO., Inc. 
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Empire sets the pace again with these two exciting brushes. New, All-Plastic Scrub 
in attractive kitchen colors. Block and bristles in durable styrene. New, 
Vegetable and Hand Brush. All polyethylene, completely molded in one piece. 
Attractive kitchen colors. Each brush packed in counter display carton, assorted colors. 
For all the best brush ideas, see the complete Empire line at Booth 130-132-134, 


National Housewares Show, Atlantic City. 


All your brushes from one dependable source EMPIRE EMPIRE BRUSHES, INC. 


PORT CHESTER, NEW YORK 















BOMMER Louver Door Hinges 









































































































BROOKLYN: 263 CLASSON AVE. 
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$1.00 


RETAIL 







UNBREAKABLE 
RUST-PROOF ADJUSTABLE 
NON-CLOGGING 2 FOR FINE OR 
_ 4 COARSE SPRAY 
FITS ANY E 


STANDARE SIZE 


GARDEN HOSE READY TO USE 


SPRAYS UP TO 





2500 S@. FT. =| |] JUST ATTACH 
AEA. | TO HOSE AND 
] PUSH INTO 
AVAILABLE IN YOUR GROUND 
LOCAL DEPARTMENT 
OR CHAIN STORES ois iti e 
or write: DEPT. F 


COMET METAL PRODUCTS CO., INC.. 
91-13 132nd St., Richmond Hill 18, N. Y. 
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EXECUTIVE OFFICE AND PLANT: LANDRUM, S. C. 


« CHICAGO: 


HO 1514 — FOR DOORS 34”-1'" 
HO 1515 — FOR DOORS 1'"-15 


| 
| 


! 
if 





For pairs of dwarf louver doors 

| Bommer features in their Louver Door 

_ Spring Hinges a unique, automatic 
hold-open mechanism designed for 
durability, economy and strength. 


No hanging strip is required for these 
hinges that are ideal for kitchen, 
dressing room, game room and other 
louvered doors. 





Write for full descriptive sheet. 











Mark your calendar now for the 
NBHE, September 22-25, 
Hilton Hotel, Chicago, Booth 70 











se 





BONMNMER 


SPRING HINGE CO. 


INC. 


SALES OFFICES G WAREHOUSES 
180 N. WACKER DRIVE 














SALES. 








@ EYE-APPEALING 
® BUY-APPEALING 
© PREPRICED 2 FOR 15¢ 


Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


MCGILL METAL PRODUCTS CO. 


MARENG  <( Bean, nen 















i ee, ee 


@® For more information 
on these products and 
services use free post 
card on page 71. 








(Continued from page 80) 


ing. The Pura-Chef is a dome that 
fits over cooking pans and elimin- 
ates cooking odors. The chromium 
plated aluminum unit permits open 
cooking while absorbing the odors. 
Kam-Kap, Inc. 


For more data circle No. 43 on postcard, p. 7! 


Electric fence insulator 

Farmers will want this polyethy- 
lene electric fence insulator. Red 
Polli features high line design, self 
cleansing action, low surface ten- 





















mechanical strength. 
unbreakable and not 
damaged by water or freezing. No 


sion, greater 
Insulator is 
tools needed to install. Hlectronic 
Specialties Co. 


For more data circle No. 44 on postcard, p. 71 


Fast-drying floor paint 

Less than an hour is required 
for this vinyl-based floor paint to 
dry. Professionals and home own- 
ers will be interested in Quik-Tred 
for use on brick, concrete, asphalt, 
wood or composition floors. It’s 
handy around the store, too. The 
weather resistant paint is usable 
inside or out under heavy wear con- 
ditions and comes in 8 ready mixed 
colors plus white and 75 other 
colors in a tinting system. Muralo 


Co. 


For more data circle No. 45 on postcard, p. 71 


(Resume reading on page 16) 
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KITCHENWARE BY 





HARDWARE AGE, JUNE 


Sales will soar when the picnic crowd sees 


this beautiful Peoria Food Carrier. Makes carrying 


food ... without spilling a single drop or crumb 
... easy as can be. Between picnics, it has a 
thousand and one uses in the kitchen. Two large 
compartments provide ample storage room for 
pies, cakes, sandwiches, hot dishes or cookies 

. .. large base doubles as a beautiful serving tray. 
Keeps pastries fresh and tasty for days 





serving tray. . 


selling item in your store. 










Since 1921 





*Slightly higher West of the Rockies 


20, 1957 





Practical for the Kitchen 


PEORIA’S FAST=-SELLING, ALL-PURPOSE 


Carry hot or cold dishes, store food, use it as a 
. the all-purpose Food Carrier 
will be the handiest item in the home, fastest- 


PEORIA METAL SPECIALTY COMPANY 
2501 $. Washington St. @ Peoria, lineis 





FOOD CARRIER 














“Var 







Beautifully designed, avail- 
able in lemon yellow, pink, 
turquoise, red or white... 
adds beauty to 

any kitchen. 


* 
ETAL DgwOO 

















Order From Your 
Jobber Today. 











@ For more information on these products and services 


use free post card on page 71. 


(Continued from page 16) 


for professional painters. This gold 
and green rack is adaptable to 
many arrangements to permit you 
to feature the fastest moving sizes. 
Three brushes each of five or more 
sizes can be accommodated. Hanlon 
& Goodman Co. 


For more data circle No. 46 on postcard, p. 71 


Ornamental iron display 

Here is a customer attracting 
display made up of three orna- 
mental iron columns connected by 




















rail sections. The free standing tri- 
angular unit is quickly assembled 
with connecting bolts that are in- 
cluded. The columns have matching 
brackets at the top. Ironwork, 
which can be sold later, is finished 
in black and includes a column each 
of the Budget, Pace-Setter and 
Imperial cast iron lines. Dealer cost 
is $62.67. A wrought iron unit is 
available at $33.39. Tennessee Fab- 
ricating Co. 

For more data circle No. 47 on postcard, p. 71 


Plumbing O ring assortment 


This special assortment of O 
rings is for replacement use in 
standard plumbing fixtures. The 
molded live rubber rings meet all 
original equipment requirements. 
Included in the assortment are 200 
rings in 12 different sizes from %% 
in. OD to 1% in. OD. The rings 


86 








are packed in a 12 compartment 
plastic box with a location chart in 
the lic. Schaul Mfg. Co. 


. For more data circle No. 48 on postcard, p. 71 


Flower holder packaging 


Women shoppers will be at- 
tracted to this new line of flower 
holders by the colorful impulse 
package. The flower holding tool is 
made of sharp brass pins and heavy 
lead base, all rust proof. A thick 
transparent acetate cover protects 
the fingers from the sharp pins and 
holds the tool securely to the card. 


GUARANTEED RUST PROOF 
iv SAR? CRASS PINS 
1OO% ULAD BAST 






a fe rede fri Gravicws Living 
/ 


Flower arranging directions are on 
the back of the card. Beagle Mfg. 
Co. 

For more data circle No. 49 on postcard, p. 71 


Pizza pan shipper-displayer 
Presto-Pack is a shipper dis- 

player for showing three sizes of 

pizza pans. The display measures 











161% x 91% x 223% in. and can be set 
up quickly. It holds 4 dozen pans in 
10, 12 and 14 in. sizes. Each Bake- 
King pan has a label showing a 
pizza pie and recipe. Chicago Meta!- 
lic Mfg. Co. 


For more data circle No. 50 on postcard, p. 71 


Toy pistol rack display 


Parents and youngsters. will 
reach for the toy pistols on this 








attractive display rack designed for 
impulse sales. The wire rack is 1842 
in. wide x 15% in. high. It is avail- 
able in a combination deal in four 
assortments of 2 dozen nickel pis- 
tols stapled on individual display 
ecards. Pistols sell for 49¢ to $1.19. 
J. Halpern Co. 


For more data circle Neo. 51 on postcard, p. 71 


Bug candle shipper-display 
Bug-Go-Lite candle sales will be 
aided with this combination ship- 
per-merchandiser. A billboard folds 
up from the carton to give the sales 
story on these insect repellent can- 


dies. A portion of the box folds 
down to form a product display 
base. Candles retail at about $1 a 
pair. The 48-page 1957 catalog of 


(Continued on page 88) 





HARDWARE AGE, JUNE 20, 1957 









Theres a 
difference 


doubles 


—and the remarkable 
new Dakin proves it! 


Again last year .. . sales figures from coast to coast showed 
that shooters everywhere are returning to the easy-handling, 
side-by-side double! It is the only gun that lets them choose 
between two barrels—of different choke—in an instant. And 
the sure, simple design eliminates both mechanical clatter and 
jamming. 

But there is a difference among doubles, too. And any 


shooter .. . experienced or beginner . . . can see and feel that 
difference when he picks up a DAKIN. 

Superb engraving . . . beautiful hand checkering . . . per- 
fect balance . . . tight, precision fit . . . light, easy-swinging 
“feel” ... select figured Pyrenees walnut stock and forend— 


a rare combination at any price! Obviously designed for the 
shooter-——and the dealer—who takes pride in his guns. 
Already famous for: performance and dependability, 
DAKIN guns are imported from Eibar, the gunmaking center 
of Spain. They are fully proofed for all modern loads and carry 
a l-year written warranty. The DAKIN service department is 
always immediately available if needed. 
Expanded Dealer Franchise Program 
DAKIN guns are sold only through authorized dealers, 
under the DAKIN Dealer Franchise Program. Because of the 
overwhelming consumer acceptance of DAKIN guns, this pro- 
gram is now being expanded . . . opening many territories for 
new dealers. 
DAKIN MODEL 100 — 12 & 20 gauge; fine English scroll and ro- 
sette engraving; long arc positive extractors . $119.50 
DAKIN MODEL 150 — 12 & 20 gauge; selective automatic ejec- 
tors; a moderately-priced luxury gun $178.50 
DAKIN MODEL 215 — 12 & 20 gauge; H & H type hand demount- 
able side locks; heavily gold plated triggers, lock parts $298.50 


DAKIN GUN COMPANY 
9 Sutter Street—Deot. 65 
424? Son Francisco 4, California 
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MODEL 215 











Barrels of demi-bloc or ‘‘chopper 
lug’’ construction — each borrel 
blank forged from o single billet 
with the half-lug integra! and the 
two finally and permanently 
joined.—A standard feature of al! 
DAKIN models. 





Some of the advantages enjoyed by DAKIN 


franchise dealers are: 


— Area Protection 

— Increased Profit 

~— Assured Price Maintenance 

— Backing of National Advertising 
— No Minimum Stock Requirement 











To assure an adequate supply of guns for all dealers, only 
a limited number of new franchises will be granted to dealers 
who qualify. Rush the coupon for full details of the franchise 
program and a catalog giving full specifications of all DAKIN 
guns. Remember—franchises are limited . . . so write today! 


r 
| 
| 
| 
| 
| 
| 
| 


THE DAKIN GUN COMPANY 

9 Sutter Street - Dept. 65 

San Francisco 4, Calif. 

Please rush full details of the Dakin Dealer Franchise 
Program, together with your catalog. 


NAME: 


FIRM: 


—_ - - - 


ADDRESS: 
CITY AND STATE: __ 


——$—__— - —— _—- - — 














(Continued from page 86) 





the company’s full line is also avail- 
able. Emkay Candles Div. Muench- 


Kreuzer Inc. 
For more data circle No. 52 on postcard, p. 71 


Venetian blind cord display 


Venetian blind owners will be at- 
tracted by this colorful counter dis- 
play for replacement coils of Vene- 
tian blind cord. Each box contains 
six 40 ft cellophane wrapped coils. 





Cord comes in all standard colors. 
John H. Graham & Co. Ine. 


For more data circle No. 53 on postcard, p. 71 


Pipe, tubing and fittings 

This 16-page catalog describes 
the complete line of Dur-X plastic 
pipe, tubing and fittings including 
NSF-approved Supreme pipe and 
fittings. Data and specifications for 
three grades of polyethylene pipe 
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® For more information on these products and services 
use free post card on page 71. 


plus information on physical prop- 
erties are included. The book also 
contains instructions for installa- 
tion of pipe and applications of 


tubing. Franklin Plastics, Ince. 
For more data circle No. 54 on postcard, p. 71 


Child's musical wood cart 


Parents will be interested in this 
colorful wood cart with the musical 





steel cylinder and wooden rattle 
cage for wheels. The durable toy 
for children up to 6 years can be 
sat or kneeled on without damage. 
It carries 30 timbers for construc- 
tion play. Timber Toter is 20% 
in. long, 5 in. high. It comes 4 doz. 
per carton and retails at $5. Fisher- 


Price Toys, Inc. 
For more data circle No. 55 on postcard, p. 71 


Striking tools catalog 


The new Targethead tools are de- 
scribed and illustrated in this cata- 
log. The line includes a complete 
selection of forged end tools. Fea- 
tures, dimensions and other details 
of the hand tools are provided in 
the well illustrated 24-page catalog. 


Damascus Steel Products Co. 
For more data circle No. 56 on postcard, p. 71 


Gift boxed starter sets 


Lifetime Ware, melamine Melmac 
dinnerware, is available in a 16 










piece starter set attractively gift 
boxed. The new package contains 
the harlequin pattern in black, gold, 
and white. Takes up less than 1 
sq ft of counter space as a display. 
Reprints of national ads, news- 
paper mats and other materials are 
available to dealers to help sell the 
line. Watertown Mfg. Co. 


For more data circle No. 57 on postcard, p. 71 


Multi-color spray can nozzle 


Multi-color splatter patterns can 
be made with aerosol spray pack 
enamels by attaching this nozzle. 
The nozzle attaches to Seymour’s 
6, 11, or 16 oz cans of enamel, avail- 
able in 23 colors. The splatter tech- 
nique is used on furniture, acces- 











sories, and hardware. Seymour of 


Sycamore. 
For more data circle No. 58 on postcard, p. 71 


Drill, anchor packaging 

Star drills and anchoring de- 
vices are now shipped in rede- 
signed blue boxes with metal edges 
and colorful new labels. All end 


labels have been color coded for 
faster selection. Red indicates hol- 
low wall anchors; yellow, wood lag 


(Continued on page 91) 


HARDWARE AGE, JUNE 20, 1957 










tie a . Een, 


nee 











N E W! Profit with another 
Campbell Chain E x clusive / | 





PRE-CUT, PACKAGED CHAIN 


*% 3/16", 1/4", 5/16”, 3/8” Proof Coil Chain... in lengths of 10’, 
” 15’, 20’, 50’ or 100’. . . in attractive self-service packages. 


* Instantly identified by the rich blue color . . . tempered right 


into the chain itself. 


Now, for the first time chain moves from the back room to the front 
counter. No more cutting, measuring, wrapping ... over 25% of your 


sales are in these pre-cut lengths. Stays clean and easy to handle. 


Stock a representative selection and watch impulse buying make 
chain buyers out of ‘shoppers.’’ Contact your Campbell distributor 
or write direct for details. Start selling Campbell “Blue Temper’’ 


Chain today —the modern way. Available only from Campbell. 


CAMPBELL CHAIN Canpany 


York, Pa.—W. Burlington, lowa— Portland, Ore.— Sacramento, Calif.—E. Cambridge, Mass. 





=TU Saale) ance) am i-li ma aide 


"e's heo me len) amnaal-t-1-mndala-1- mm eae! - me -lealel-lam @- liam: \.4-)- mle 
stock you'll be ready for a brisk fall business. They are 
©) ge) "i -1e en 0] 3-31-11 | -1 6 meal: baeel 1-3 aes 11 20) ©) a ole) 3 ¢eleal-ia-s 

I= Sieg - 14m! 1 lel ma ial -)\ sea! -1-lemeg-lelele-leM lal -10)4e)a°me-lale 

c= 0-34 -iaen e ei galeh i -i gum vale midal- lal s_macemielelalel-ldiale mi e\l- la 


s 
for these r >S, your True Temper wholesaler will 


< 


ea 


fill your ) Ww Dut wont Dill you until ZZAZ : 
' Zt; 


pull-type Dynamic 
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True Temper FBR22 


Fan Brume sweep-type 


America’s most popular lawn rake 
‘@rUl-\deleal-1a-mm 4010), mh e- me 1-0) sweeping 
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True Temper LC24 Lawncomb 
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TO HELP YOU SELL 











® For more information on these products and services 


use free post card on page 71. 


(Continued from page 88) 


screws expansion shields; blue, nail 
and pin anchors; gold, machine bolt 
and screw types; and orange, 
rotary and percussion drills. Star 
Expansion Industries, Ince. 


For more data circle No. 59 on postcard, p. 71 


Plastic water pipe packaging 
This plastic pipe for drinking 
water applications is now packaged 





in water repellent craft paper. Pipe 
now wrapped includes: 75 lb Pressu- 
Ratec ClearStream flexible pipe 
which comes in 8 sizes from % to 
3 in.; 100 lb in 6 sizes from ™% to 
2 in.; and 125 lb in 3 sizes %4, 1, 
and 1%, in. Package is opened with 
a rip cord. Yardley Plastics Co. 


For more data circle No. 60 on postcard, p. 71 


Wallpaper display system 
Wallpapers from three manu- 
facturers have been assembled in 
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12 volumes, each containing 200 
papers. Each book has been sepa- 
rated by room style, color and pat- 
tern. An index tells the customer 
where to find a desired selection, 
quickly. The books are in a blond 
mahogany display rack and desk. 
Hooker Glass & Paint Mfg. Co. 


For more data circle No. 61 on postcard, p. 71 


Yellow mops and dusters 

O-Cedar’s Every-Which-Way ny- 
lon mop is available in a citron 
color version with matching lacquer 
handle for $3.95. The yellow ver- 
sion of the O-Cedar nylon hand 
duster, accented in black plastic, 
is priced at $2.29. These items 
join the cotton mop in the yellow 
line. O-Cedar, Div. of American- 
Marietta. 


For more data circle No. 62 on postcard, p. 71 


Packaged box hardware deal 


Presto No. 99 Junior deal is an 
assortment of box and do-it-your- 
self hardware for the home crafts- 


PRESTO 
HARDWARE 


For the Home Crafteman 











(Continued on page 92) 








Look To 


CATCH 
SHOPPERS’ EYES 
and their 


DOLLARS 


with 
National 
Linoleum 
Binding 





Colorfully Packaged to Sell 
On Sight 


Just display this convenient, self- 
service carton on your counter 
and see how fast National and 
Columbia Binding moves. Each 
colorful box contains a dozen clear 
plastic packages of %” linoleum 
binding—12 feet long, conven- 
iently punched for fastening and 
with she nail supply enclosed. 
Available in brass, aluminum or 
stainless steel. 


COMPLETE LINE OF NA- 
TIONAL AND COLUMBIA 
WEATHERSTRIPPING * 
“TRIPL-TITE’’ ALUMINUM 
SIDING * PORCELAIN 
ENAMEL BUILDING 
PANELS AND SIGNS 


for 


Quick Sales... 
Nice Profits! ) 





Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 





Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 
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use free post card on page 71. 
“Packaged , 45 





(Continued from page 91) Cookware counter display 
man. The assortment contains all This eye-catching 9 x 24 in. dis- 
BRIGHT, ~O necessary hardware for making Play is available free with each 
tool, fishing and radio boxes and . ) ih amma 


WIRE adel Dh, SN aA ole: Stans 


as hinges, catches and handles. 
There are 20 different prepackaged 

ae items complete with screws and 
mounting hardware. Presto Lock 
Co. 


For more data circle No. 63 on postcard, p. 71 











Carrying handle for scales 


This Carry-Pack handle for 
American Family household scales 2 - 
makes it easier for your customers dozen Cook N’ Carry utility pans 
in a special shipper-display pack. 
The 79¢ pan has a lock-on cover 
for carrying food on picnics. The 
cover can also be used as a cookie 
sheet and the bottom as a biscuit 
or cake pan. Ekco Products Co. 


For more data circle No. 66 on postcard, p. 71 








Rotating tile floor display 
Less than 4 sq ft of floor space is 
occupied by this attention getting 


























EASY TO DISPLAY 
IN BIN OR ON 


PERFORATED ; 
BOARD | to carry their purchase home. The 


Carry-Pack is offered on all scale 
cartons to encourage cash and carry 
and self-service. American Family 
Scale Co. 

* ELIMINATE For more data circle No. 64 on postcard, p. 71 






Loose-piece losses. | 

Time losses. | 

* OFFER Pump ond water system nook | 

Easier selling. Here is a customer selection 

Greater convenience. manual for pumps and water sys- | 
Improved appearance. tems. The booklet covers: points to 
Maximum protection. note when selecting a system, water 
ORDER FROM YOUR WHOLESALER needs, pressure needs and basic 


types of systems. A chart shows 


Po aa proper pump or system for wells 

Iurnbuchle$ | up to 500 ft, for capacities up to 

_ 2400 gph and pressure settings 

TURNBUCKLES, INC. from 20 to 50 lb. There are also 

TRTCMICITU Meet i@e | sections on installation of jet, 

FACTORY: GRAND BEACH, MICHIGAN submersible and reciprocating sys- 
tems. Tait Mfg. Co. 


For more data circle No. 65 on postcard, p. 71 





“One good turn (buckle) deserves another” 
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display that highlights 40 Gold 
Seal tile patterns. Roto-Tiler is 
24 in. wide at its broadest point 
and serves as a self service display 
where an entire stock of 9 x 9 in. 
tile samples can be examined. The 
rack can hold 160 tiles at a time. 
Gold Seal Div., Congoleum-Nairn, 
Inc. 


For more data circle No. 67 on postcard, p. 71 


Blind cord starter deal 

A self-service, revolving wrought 
iron rack comes free with the 
Smart Set starter deal. The deal 
consists of 3 doz Quick Chang Ven- 
etian blind re-cord and re-tape kits. 
Set has 4 yards of plastic tape with 


nylon cross ladders, 10 yds size 
4% cotton cord, matching tassels 
and an equalizer. Kit retails at 
$1.49. Ru-Son Products Co. 


For more data circle No. 68 on postcard, p. 71 


Saw chain filing bulletin 

Sharpening instructions for 
Atkins Borg-Warner saw chains 
are contained in this revised bulle- 
tin. The illustrated folder shows 
step-by-step procedures to get good 
saw filing results with the proper 
tools. Also described is the Atkins 
replacement parts kit containing 
all parts needed to repair a saw 
chain. Atkins Saw Div., Borg- 
Warner Corp. 


For more data circle No. 69 on postcard, p. 71 


Small wheel assortment 


Here is a small wheel assortment 
that replaces the former No. 100 
Allied assortment. This group con- 
tains 26 wheels. Wheels can be ad- 

(Continued on page 94) 
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whether your “How To Do It” department calls for 
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Briergi= @ 








There are dozens of ways to 
promote and display POPULAR 
MECHANICS fact-packed “‘How To Do 
It” manuals. . . such as the highly suc- 
cessful installations shown above. Or if 
space is limited, of course you'll want to 
use the famous rotatable PM island rack. 
How you display them isn’t half so im- 
portant as the fact that you DO display 
them! These informative and varied 25¢ 
booklets and 75¢ books are the core of a 
successful “How To Do It” department ~———.......—. .— — — = 
... and how they help build related item | MAIL COUPON NOW! | 
sales is nothing short of miraculous. Dis- 7 Pepatar Suchenine Pease, Gant. 0-4 
plays of PM books and booklets are 200 East Ontario St., Chicago 11, ill. 
going up in leading building supply and | Without obligation, | want to see actual | 
hardware outlets everywhere, including | sample books and booklets and tell me | 
the vast Hines Lumber Company chain | more about your new Self-Selling Display. | 
in the Chicago area. You’ re invited to get 
all the facts and samples. . . just mail | Firm 
the coupon. No obligation, of course. | 
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Your Name ait 


| 
I POPULAR MECHANICS PRESS [eam 


| 200 East Ontario Street, Dept. B-6, Chicago 11, Iilinois | SH#y a ——_.. 
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+ ,CAP NUTS 
OP” tie cast of 


(4 zinc alloy 
i 


for highest quality 
at lowest cost! 


IN BULK, 
BOXED and 
attractive 
counter 
display 
assortments 


Your customers want 

quality plus economy! You want 
fast turnover plus profits. Gries die 
cast zinc alloy wing nuts and cap 
nuts are the answer. Non-ferrous, 
rustproof, corrosion-resistant, with 
clean threads and attractive bright 
finish. Their low cost to you means 
extra profits! 


Write today for prices and catalog sheets. 


: 
| 1) 


GRIES REPRODUCER CORP. 


161 Bee :nswood Ave., New Rochelle, N. Y. 
Telephone: NEw Rochelle 3-8600 


World's Foremost 
Producer of 
Small Die Castings 
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@ For more information 
on these products and 
services use free post 
card on page 71. 


(Continued from page 93) 


justed for use on 7/16 or % in. 
diameter shafts. Standard axle 
size is % in. plus one % in. size. 


| Also available is a line of industrial 


wheels for hand trucks and so on. 
Allied Wheel Products, Inc. 


For more data circle No. 70 on postcard, p. 71 


_Children's books and toys 


Here is a streamlined version of 
the Saalfield catalog of children’s 
books and playthings for 1957. The 


| 28 page catalog lists 400 items in 
'an easy to follow format plus a 
| variety of 


special assortments. 
Major categories range from story 
books to boxed games. Saalfield 
Publishing Co. 


| For more data circle No. 71 on postcard, p. 71! 





‘NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Convertible hand truck-cart 
Here is a handy materials han- 
dling unit that can be used for a 
2-wheeled hand truck and as a 4- 
wheeled platform truck. The con- 
version is made with a quick ad- 


_ justment of the handle. The unit is 
made of 


welded and _ reinforced 
heavy gauge steel tubing and is 


equipped with two cup and cone 
ball bearing 8 in. wheels with 
protective discs and two ball bear- 
ing swivel casters with 3 in. seli- 
lubricating bearing wheels. R. W. 
Westerfield & Co. 


For more data circle No. 72 on postcard, p. 71 


Speedy price marking system 


Here is a new model of the 
Midget Price Marking System to 
speed work and cut overhead in 
self service operations. New fea- 
tures include an automatic counter 
that stops the machine at any quan- 
tity, and an automatic rewind 
mechanism. The Midget imprints 
large and standard size type on 
gummed or pressure sensitive tape. 
Hand and motor models are avail- 
able. A. Kimball Co. 


For more data circle No. 73 on postcard, p. 71 


Bicycle displayer racks 

Two bicycle displayers are avail- 
able that are sturdily built and 
easily assembled. Model K176, 
shown, is 31% in. wide and here 
holds two junior size and one full 
size bike. Price is $18.21. Model 
K175 is a double displayer 21 in. 
wide and will also handle both size 
bikes. This one is priced at $13.02. 
Both units are finished in Silver- 
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tone for interior or window display. 
L. A. Darling Co. 


For more data circle No. 74 on postcard, p. 71 


Two wheel welded hand truck 


Here is a hand truck equipped 
with rocker arms that help lower 








the loaded truck gently up and 
down steps or curbs. Ogborn E-Z 
Climb hand truck is a welded unit 
available in steel or aluminum with 
semi-pneumatic or pneumatic tires. 
Comes in six colors. Bimba Hard- 
ware & Mfg. Co. 


For more data circle No. 75 on postcard, p. 71 


Interlocking rubber runners 
Stand-up workers will welcome 

these honeycombed rubber runners 

for behind the counter and heavy 





traffic areas. The runners interlock 
to permit removal at any time. Air- 
Str.p has air cells to insulate 
against dampness and cold and cut 
foot fatigue. The oil and grease 
proof runners also eliminate noise 
and protect fragile objects that may 
be dropped. R. L. Mitchell Rubber 
Products, Inc. 


For more data circle No. 76 on postcard, p. 71 


(Resume reading on page 17) 
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STRONG 


3 to 4-time 


THE ONLY WRENCH LINE 


ENOUGH TO DELIVER 





furnover 


COMPLETE US 


ER ACCEPTANCE 


Highest degree of acceptance, unmatched in the wrench industry, makes 
$-K/Lectrolite socket and flat wrenches hot sellers around the calendar. Achieved 
through $-K/Lectrolite’s guaranteed quality . . . exceptional strength . . . beauti- 
ful finish . . . perfect balance . . . and realistic pricing that makes you competitive 


with all other sources for hand tools. 

















}) APPROVED 


S-K /LECTROLITE 
No. 100 
WRENCH 
MERCHANDISING 
PROGRAM 


specially developed for hard- 
ware stores to complete their 
tool departments 


Proved 3 to 4-time annual turnover 
or more. 

Includes only “demand” merchan- 
dise—the most used, fastest selling 
wrenches and sets. 

Displays for individual sockets and 
flat wrenches require wall space 
only 30” wide, 42” high and fit any 
existing store fixtures. 
S-K/Lectrolite sets produce twice 
the volume of individual stock items 
alone. Retail from $4.79 to $36.95. 
Socket sets made pilferage-proof 
and dust-proof with clear acetate 
plastic covers. 

Complete promotion kit — window 
banner, 11” x 7” counter card, hand- 
out tool booklets free newspaper 
mats. 

Retail value of program merchan- 
dise — $382.63 

Your investment, including com- 
plete stock and all display acces- 
sories, is only— $270.86 


MERCHANDISING PROGRAM 


Get details from your wholesaler’s salesman... 
or write today for complete descriptive literature. 


LES 


=> s-k 


/LECTROLITE TOOLS 





<> 3535 WEST 47TH ST., CHICAGO 32, ILL. 
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How's the Hardware Business? 





Construction activity 
reported leveling off 

Building activity is leveling off 
at the record rates reached in 1956. 

That’s the opinion of the Com- 
merce and Labor Depts. and F. W. 
Dodge Corp. The three keep tabs 
on building activity in the nation. 

Dodge reports that construction 
contracts for future building 
awarded in April dropped 9 percent 
below the year-ago levels. The de- 
cline offset large gains in March 
and brought the dollar volume for 
the first four months of 1957 equal 
to the same period of 1956. Con- 
tract awards for the first four 
months totaled $10.3 billion. 

Home building contract awards 
continued downward in April. 
Awards totaled $1.2 billion, or 8 
percent less than April 1956. For 
the first four months, home build- 
ing contract awards are running 6 
percent behind last year. The trend 
toward larger, more expensive 
homes, continues. 

The government reports that the 
value of new construction put in 
place during April was 10 percent 
higher than in April 1956. For 
the first four months, actual con- 
struction outlays are running 2 per- 
cent above a year ago. 

However, the government notes 
most of the increase is reflected in 
higher building costs. As a result, 
the government concludes, the ac- 
tual amount of all new construction 
work put in place during the first 
four months, public and private 
combined, probably was slightly be- 
low a year ago. 

Money spent for new home build- 
ing continued below 1956 expendi- 
tures. Outlays for new homes in 
April totaled $940 million. This 
was 14 percent below the 1956 
figures. 

Most of the building gain is the 
result of increased public spending, 
the government continues. Private 
spending dropped 1 percent below 
last year while public outlays for 
construction rose 11 percent. 


Looking ahead, the government 
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reports that the Federal Housing 
Administration received applica- 
tions for mortgage insurance on 
16,763 proposed homes in April. 

This compares with 16,205 pro- 
posed homes in March and 22,276 
proposed homes in April 1956. 

Since the first of the year, FHA 
applications are down from last 
year. For the first four months 
of 1957, FHA received applications 
for 55,619 proposed homes. In the 
same period of 1956, applications 
totaled 81,249. 


Hardware wholesalers’ 

sales gain in April 
Hardware wholesalers sold 2 per- 

cent more goods in April than 


they did in March, the Commerce 
Dept. reports. 


For the first four months of 
1957, hardware wholesalers’ sales 
are up 1 percent from the same 
period in 1956. 

However, the government notes 
that sales in April were 3 percent 
lower than the same month last 
year. 


For all types of wholesalers, sales 
during April were unchanged from 
March. They were 6 percent ahead 
of April, 1956. 

For the first four months, sales 
by all types of wholesalers were 4 
percent ahead of last year. 

Inventories held by hardware 
wholesalers at the end of April 
were unchanged from the month 
before or a year ago. 


For all types of wholesalers, in- 
ventories at the end of April were 
down 1 percent from March and 
up 8 percent from a year ago. 


Pioneer to distribute 
directly to dealers 


Pioneer Saw Div., Outboard 
Marine Corp., Waukegan, IIl., will 
distribute its chain saw models on 
a direct factory-to-dealer basis. 

The company also is developing 
local service centers. These will be 
supplied by the company’s parts 
depot at Galesburg, IIl. 


Chains report business 
rose sharply in April 


Retail business picked up 
sharply in April for variety and 
mail order chains. 

Sales gains were large enough 
to wipe out first quarter losses for 
most of the firms. In March nearly 
all the chains had reported major 
declines in sales. 

Only Montgomery Ward & Co. 
continued to report a sales loss in 
April. Sales were down 1.6 per- 
cent for the month. This kept 
Ward’s sales for the first four 
months of 1957 at 4.6 percent be- 
low last year. 

In contrast, Sears, Roebuck & 
Co. reported its sales continued to 
run ahead of 1956. Sears’ sales in 
April showed a 9.6 percent gain 
over 1956. For the first four 
months of the year, Sears’ sales 
were up 4.9 percent. 

Variety chains chalked up the 
largest monthly gains. Sales gains 
for the variety. chains averaged 
28.6 percent during the . month. 
Gains ranged from 23.1 percent 


to 50.9 percent. 

The fact that Easter came three 
weeks later than last year was 
cited as major reason for the sales 
increases. 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 





Gift catalog is prepared 
by group of wholesalers 

A gift catalog is being prepared 
for six wholesalers participating in 
the program. 

This catalog is to consist of 20 
pages and will-be printed in four 
colors and monotone. 

The six wholesalers participating 
in the program which is being pyo- 
duced by the Meyer Merchandising 
Service, Inc., Chicago, are: 

Decatur & Hopkins Co., Boston, 
Mass.; Fulton, Mehring & Hauser 
Co., Inc., York, Pa.; John Pritzlaff 
Hardware Co., Milwaukee, Wis.; 
Townley Metal & Hardware Co., 
Kansas City, Mo.; Tracy-Wells Co., 
Columbus, Ohio; and Zork Hard- 
ware Co., El Paso, Texas. 
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advertising 


»-.and EKCO is behind it all the way! 


Here’s one disappearing clothesline that’s going to be appearing 
wherever you turn—on full page ads—in backyards, patios and 
basements—on point of sale counter displays. The Continental 
is new all the way from its striking modern design to the snow- 
white plastic-covered lines! And it’s being promoted in top 
national magazines. There’s a free illustrative counter display, 
dispensing consumer folders, plus cooperative advertising. 


Jobbers, a few choice distributorships available. 
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Disappearing 


Phone your jobber now 
or write directly to: 
EKCO PRODUCTS COMPANY 





CONTINENTAL 
disappearing 
clothesline — 


802 West Whittier Blvd., 
Whittier, California. 


Another 
fast-moving CEKCO) 
item from 





Promotions 





PLANTS 





ELECTRIC 


GENERATING 
BErkshire 77-4100 
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YOU’LL PROFIT MORE WITH 














Manufacturers’ New 
Merchandising Plans 








Mirro fry pan, cover 
price cut during sale 


Aluminum Goods Mfg. Co., Mani- 
towoc, Wis., is promoting its 7-in. 
Mirro fry pan and cover during 
a special sale from July 1 through 
Sept. 3 

During the sale period, the fry 
pan and cover will retail for $1.69. 
The set is regularly priced at $3.10. 

Special full-color counter dispiay 
cards to help dealers promote the 
set are available. 


Rustain to advertise 
Zud in 1500 newspapers 


Rustain Products, Fair Lawn, 
N.J., is preparing a newspaper ad 
campaign for its product, Zud. 

Starting in September, ads for 
Zud will appear in more than 1,500 
newspapers. This is a 70 percent 
increase over last fall’s newspaper 
ad allowance. 

The ads will feature a free sam- 


ple offer to acquaint new customers 
with Zud. 





HARDWARE HUMOR 





__ |PAIMTS] 











"What's wrong? This can is supposed 
to cover 125 square feet, and | cov- 
ered only 100 square feet.” 

















This handy metal drawer contains 
128 springs — the 40 most popular 
sizes in coded compartments. The 
springs are precision made and 
plated. Boxed refills are available 
from stock. Also larger assortments 
in convenient two- and four-drawer 
cabinets. 


Order from Your Jobber or Write Us. 


Also Weatherstrips 
Clean-out Augers 
Pole Sockets 


ARDNER WIRE CO. 


1329 So. Cicero Ave., Chicago 50, IN. 





















No. 3 Short Point 
2\2"’ blade—Super Hydex steel 










No. 33 Short Point 
22" blade—High Carbon steel 








No. 300 Long Point 
22" blade—Super Hydex steel 





No. 97 HANDY KNIFE 
Shatter-proof, plastic handle — a multi- 
purpose knife. 


HYDE MFG. CO. 


SOUTHBRIDGE, MASS., U.S.A. 
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FOR THE NEW FAST-TURNOVER ITEMS—LOOK TO YALE! 


NOW-IT’S THE YALE 












New Yale Deadlocks. No. 197% 
(below) and No. 197 (above). 
Cylinder (left) is Yale No. 1109: 
5-pin tumbler, can be masterkeyed. 








TWO NEW DEADLOCKS 
—-MASSIVE IN DESIGN 


Insurance companies recommend them for stores, apartments, ware- 
houses, service stations, offices. And no wonder! No. 197% has 
extra-heavy locking jaws; two hardened steel bolts; inside cylinder 
and outside cylinder for double protection; almost unlimited key 
changes. No. 197, also massive and provided with two hardened 
steel bolts, operates by key from outside, by large, positive-action 
lever knob from inside. Both of these new Yale Deadlocks are easy 
to install in 1%” to 3” doors of either hand, and double-sliding 
doors. Rustless case, bronze finish. (For chrome finish, order Nos. 
198% and 198.) Stock these super-rugged Yale Deadlocks now— 
recommend them to customers who need sure security. 


For today’s big doings in locks and hardware—LOOK TO YALE! 











TO SELL 
THEM... 
SHOW THEM! 
Handy counter 
y display of Yale 
Deadlocks shows 
what powerhouses 


of security they 
are. Put yours up! 


YALE—Reg. U.S. Pat. Off. 


The Yale & Towne Mfg. Co., Lock & Hardware Div., White Plains, N. Y. 


YALE & TOWNE 
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Write, wire or call Dept. HA-57 






































There's a Tremendous Market 


for this Completely NEW and 


Amazing Formula 77 


Tilette Plastic Aluminum 


REPAIRS ... ns 
ANYTHING 
made of METAL 


— anything cracked, 
broken, loose or leaky, 
such as holes in auto 
renders, plumbing 
leaks, gutters, metal 
windows, garbage 
cans, pails, radiators, 
garden tools, etc. 
Exceptionally 
Attractive, Colorful 


DISPLAY BOX 


This eye-catching, eon- 
venient, compact Display 
Box Invites buying. Cus- 
temers will want ilette 
because it repairs, per- 
manently, anything 
made of aluminum, 








pee 
drilled, filed, 
hammere d. 
Wide opening 


$1.00. 
Waterproof! 
Heatproof! 


Withstonds 





Order jen 
Your Jobber 


TILETTE CEMENT CO., INC. 
401 (B) Lafayette St., N. Y. 3, N. Y. 





600 Fohr. 
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When Your Customers 


SQUAWK 


ABOUT 


SQUEAKS 


Tell them about DOOR-EASE 
Stainless Stick Lubricant! Used 
like a crayon, DOOR-EASE 
stops squeaks opens 
drawers, zippers, windows 
and anything else that sticks 
Use it yourself around the 
store. See how many wong¢er- 
ful ways DOOR-EASE can be 
use. It’s nationally advertised, 
and handsomely packaged in 
a free display box. Sell both 

sizes, 15c 

and 39c. 

















































AMERICAN GREASE STICK COMPANY 


MUSKEGON, MICHIGAN 















Cost of living rises 
for 8th month in row 

The cost of living is still rising. 
It is expected to continue upward 
through July. 

That’s the latest word from the 
Labor Dept. 

The department reports that its 
consumer price index, commonly 
called the cost-of-living index, rose 
© percent during April. That’s the 
eighth straight month that the 
index moved to a new record high. 

The April increase in the index 
means wage boosts of 2 cents an 
hour for more than one million 
workers whose labor contracts are 
geared to the index. 

At the same time the government 
reports that buying power of fac- 
tory workers was down in April. 
Although spendable earnings of 
factory workers were about $2 
higher during April, the buying 
power of these earnings was down 
about 1 percent because of the cost 
of living increase. 


Department store sales 
2 percent ahead of 1956 


Department store sales across the 
nation dropped 1 percent below the 
year-ago figures during the week 
ended May 25. That’s the report 
from the Federal Reserve Board. 

However, total sales since the be- 
ginning of the year continued to 
run 2 percent ahead of the same 
period of 1956. 

Here is a breakdown of depart- 
ment store sales by Federal Reserve 
districts: 


Four wks. Jan. 1 


Federal Reserve One Week Ending Ending to 
District May 25 May 18 atey 25 Meg 25 
Boston .. ee = 4 + 4 ] 2 
New York .... + | + 3 + 4 + 4 
Philadelphia ma — ] 2 + 2 + 2 
Cleveland — 4 4* ] 0) 
Richmond — 5 2 + 3 + 5 
RS + 2 + | 3 + | 
Chicago . —)i 3 l + 3 
ee Ee - 2 — ] 0 
Minneapolis + | 3 + 4 0 
Kansas City — ] — € 1 + 3 
Dallas .. ... 0 — 2 + me 
San Francisco... — % — 3* - } 0 
a. 2, ee se 1 — 2 + 2 + 2 


* Revised 


Customers slowing up 
their time purchases 

Your customers added $259 mil- 
lion to their instalment debts dur- 
ing April, the Federal Reserve 
Board reports. But they are still 
not going into debt as fast as they 
did last year. 

Last year customers added $307 
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lia UNE-MAN CROSS-CUT SAWS: 


during April. In April 1955 they 
added $551 million. 


The April 1957 increase was the 
largest this year. The increase in 
March totaled $40 million. During 
February and January, customers 
reduced the amounts they owed. | 


In the year ended April 30, cus- | 
tomers had added $2.1 billion to | 
their instalment debts. 


Customers also increased their 
charge account buying during Ap- 
ril. They increased the amount of 
their charge account purchases by 
$187 million, compared with $62 | 
million in 1956. | 





Ward's is competing 
for sales help, sales | 


More competition for you is | 
shaping up from Montgomery OFFICE 


FACTORY 
Ward & Co. NEWARK N.J. 


Oo e YORK, PENNA. 


Not only is the company ex- 
panding its sales outlets, but it is 


also going after the labor market PE N N SYLVAN yay 
with improved pay plans for em- 
pg SAW CORPORATION 


The company’s plans call for 
the opening of 30 catalog stores | —— ae 
in 1957, redecoration of more than | PROFESSIONAL MODEL 
200 retail stores and the opening | SWIM-N-SKI 
of 40 new retail stores in the next | WATER SPORTS SAFETY BELT 
five years by 


Ward’s also announces it has | — RED HEAD . 


raised employees’ pay rates to 
on Anchors) =<: 
RED HEAD 


meet competition and added a 
to be sure 
























pension plan and a contributory 
group insurance plan. 





Manufacturers build, 
occupy new additions 
Yale & Towne Mfg. Co., Philadel- 





phia, Pa., has started construction anything = 
of a $4 million plant for materials —to any 
handling equipment in Forrest City, material! 
Ark. In wallboard, plaster, concrete, metal, 
Heilig Bros. Co. is occupying its pa Bing er ty wo 
new 180,000 sq ft plant in York, Pa. | oe SS ee ee 
Olin Mathieson Chemical Corp. | 100% virgin Nylon — rugged, rust- 
Plant Food Div., St. Louis, Mo., has | 2 gg toapmaten se eed plage 9 - 
expanded warehouse facilities in | > a one. erpes (round. wy a 
Chicago, Ill. and flange) and three sizes (14” x 1”, U.S. COAST GUARD 


asp ' V4” x 142”, and Mie” x 1”). 
Sherwin-Williams Co., Cleve- DEALERS : Sowenp Anchors are avail- 


. ‘ able in bulk, or in individual packs of 
land, Ohio, has broken ground for four anchors with counter display. For 
a new $3 million paint, varnish, full data, write to Department N.-4. 

and lacquer factory and wholesale 


| 
NOVA/SALES | 
distribution center in Garland, | 


~ TRENTON 3, WN. J. 
Texas. 


Donaldson Co., has moved to a | 


APPROVED 


Write For COLOR Cata 


A wholly owned subsidiary of BRED HEAD BRAND COMPANY 











4300 W. Belmont Ave ‘a: 


cago 4+ 
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new and larger plant at 2520 Lar- during the summer, the Labor charges will be prepaid at the fac- 
penteur Ave., West, in St. Paul, Dept. reports. tory. 
Minn. New claims for unemployment Dealers do not have to order 10 
Hedlund Mfg. Co. has opened a compensation payments. declined units of the same model. They may 
new finishing and shipping plant during the week ending May 25. mix models in their orders. 
in Opalika, Ala. Claims tetaled 212,500, a drop of Dealers can also obtain a free 
Klean Strip Co. has moved into 6,100 from the week before. display kit with their orders. The 
a new $200,000 18,000 sq ft plant In its April-May survey of job kit includes a flasher display, win- 
in Memphis, Tenn. conditions about the country, the dow streamers, envelope stuffers 
H. B. Fuller Co. has moved into department notes many areas re- "da retail merchandising calendar 
a new plant at 1144 Eustis St. port employment at or near record’ Utlining a full season's promo- 
St. Paul, Minn. highs for the season. A few areas tional activity. 
Streater Industries, Inc., Spring have reported some rising unem- 
Park, Minn., has completed con- ployment. Manufacturers announce 
struction of 30,000 sq ft of manu- Looking ahead, the department actions on fair trade 
facturing space at Chatham, N. Y. reports employers in three-fourths 
New plants in Minnesota and Cali- of the labor areas expect modest = qealers for alleged fair trade vio- 
fornia are also being built. employment gains in mid-summer. lations have been announced by 
Thor Power Tool Co., Chicago, manufacturers. 


has moved its Houston, Tex., Arvin offering discount Hamilton Mfg. Co., Columbus, 


branch to new and larger quarters on early heater orders Ind., announces injunctions were 
at 5503 Lawndale Ave., Houston. issued against Eastern Sales Corp. 


and Glenbrook Sales, both in Stam- 


Employment situation ford, Conn., restricting them from 
advertising or selling fair-traded 


expected to brighten Arvin Industries, Inc., Columbus, Cosco products below prices set by 
Employment conditions are gen- Ind., will make the discount on all Hamilton. 

rally good throughout the country orders for 10 or more heaters The company also filed suits 

and are expected to get even better shipped before Sept. 1. Freight against Cramer Mfg. Co., Phila- 


A number of actions against 


Dealers can receive a 3 percent 
discount on Arvin portable electric 
heaters. 
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quality plus price equals value! 


In Hampden’s new steel-folding juvenile furniture for 1957, wide-awake 


sales imagination offers the toy trade the identical styling, fabrics, colors and 
shaped seats, so successful in Hampden’s smart full-size bridge sets. Along with 
eye-catching beauty, you can merchandise sturdy construction, generous size 
and smooth-finished safety. And, you'll clinch more profitable sales 
with an attractive price tag. 


> z: si . 
© ete i mbes tes a 
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Hampden Specialty Products, Inc., Easthampton, Massachusetts PERMANENT SHowrRooMS At: 1 Park Avenue, New York; 
666 Lake Shore Drive, Chicago; 1607 Summer Street, Philadelphia; 2155 E. 7th Street, Los Angeles; 1355 Market Street, 
San Francisco; 3350 Santa Teresa Avenue, Dallas. Warenouses Locatep In: Dallas, Chicago, Los Angeles, San Francisco. 
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almost every day on our store front,” 


says W. D. Barnett, Barnett Hardware, Zanesville, Ohio 


“Several young businessmen have 
contacted us for our building plans 
and all have been very much im- 
pressed with our Pittsburgh Front. 
The folks in the immediate neigh- 
borhood have been more than kind 
in their praise and have assured us 
that the well-lighted corner which 
our windows provide has been an 
improvement to the community.” 
In this modern store front, de- 
signed by Architect M. C. Jarvis, 
Zanesville, Qhio, good use was 
made of several Pittsburgh Pro- 


oe We 
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“We receive compliments 


PAINTS + GLASS + CHEMICALS 
G 


A'S Be 





ducts. The large glass areas are 
Pittsburgh Polished Plate Glass set 
in supporting members of Prrrco* 
Store Front Metal. And the en- 
tranceway features a TuBELITE" 
Door and Frame. 

Perhaps the store shown here will 
give you some ideas on remodeling 
your own store. If you would like 
more information—and more exam- 
ples of Pittsburgh Store Fronts— 
just send in the convenient coupon. 
Welll be glad to send you our new 
store front booklet. 


BRUSHES + PLASTICS + FIBER GLASS 


GLASS 


COMPAN Y 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 











Room 7304, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pa. 


Please send me a FREE copy 
of your store front booklet. 


Name 


i 
| 

| 

| 

| 

7 Pittsburgh Pilate Glass Company 
| 

| Address 


————————— ls 








WEGELE SCOOTER MOWER 





e No Grass Too Fine 
| e No Weeds Too Tall 


NO OTHER MOWER HAS THESE 
FEATURES: 


. Six-volt ignition system with starter. 


. 24°" offset blade. No wheel running on 
uncut grass. 


we = 


ws 


. Three speeds forward and one reverse. 


be 


. Road gear up to 15 miles per hour. 


. Six h.p. Wisconsin motor. 

Liberal Discount to Dealers 
FRED A. HOPLEY SALES 
MACKSVILLE, KANSAS 


Exclusive Distributor 
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keeps bringing good 
customers back 


...when you tell them they can now spray a hard, 
durable factory-finish HAMMERED effect on many 
surfaces from toys to filing cabinets! The new 
Hammer Finish in Gray, Green, Blue, Silver and 
Copper dries odor-free in minutes, with a smooth 
protective beauty that will inspire many a new 
project ...and repeat sales for you. Shipments 
made from St. Louis or Los Angeles plants same 
day order received. Call your jobber today 

for more multiple sales tomorrow. 

Find out more about the other 

Chromatone products: 

SPRAY ENAMELS « DECORATIVE METALLIC 
FINISHES « ALUMINUM « REDWOOD 


1523 Grande Vista Ave., Los Angeles 23, California 
9270 Olive Street Road, St. Louis 24, Missouri 
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ed 


_F Appliances 


delphia, and Ramsey Outdoor 
Store, Paramus, N. J., for injunc- 
tions restraining them from adver- 
tising or selling Cusco products be- 
low fair trade prices. 

Toastmaster Products Div., Mc- 
Graw-Edison Co., has announced 
obtaining injunctions against S & 
Corp., Elmhurst, 


_N. Y.; Madison Sales and Mayrock 
Silver Co., Inc., both of Brooklyn, 


restraining them from selling its 


| products below fair trade prices. 


Toastmaster also filed fair trade 
complaints against Trevor Radio & 
Appliance Co. and Appliance Mer- 
chandising Co., New York, N. Y., 
and Savemaster of New Jersey, 


| Inc., Paterson, N. J. 


No need seen for credit 


controls by government 


You will still be able to set your 
own credit policies in the months 
ahead. There will be no interfer- 
ence from the government in the 
form of credit controls. 

President Eisenhower and Con- 
gressional leaders have agreed that 
no direct or standby controls are 
necessary for consumer credit. 
Their decision was made after 
studying a report on consumer 
credit prepared by the Federal Re- 
serve Board. 

The report had been ordered by 
the President to see if controls 
were necessary. There was a feel- 
ing that customers were going into 
debt too far too fast. 

The Federal Reserve’s report in- 
dicated credit has not gotten out of 
hand. 

As a result, you can still set your 
own credit policies to fit market 
conditions in your own area. 


Du Pont raises prices 
on its line of paints 


E. I. Du Pont de Nemours & Co., 
Wilmington, Del., raised prices of 
its household and maintenance 
paints an average of 3.5 percent 
effective June 15. 

The company said the increases, 
ranging from 5 to 20 cents a gal- 
lon, are the result of higher raw 


materials costs, wage rates and 
ALUMATONE CORPORATION | 


container prices. 
Other paint makers have already 


announced price increases or have 
indicated they probably will raise 
prices as a result of higher costs. 


Turquoise is reported 
slipping in popularity 

Although it is still a good selling 
color, turquoise will probably not 
become a permanent home decorat- 
ing and accessories color. 

That’s the prediction of a top 
sales executive of the Wooster Rub- 
ber Co., Wooster, Ohio. 


Reports show turquoise appears 
to be falling off in demand. Pink 
is still as popular as ever. 

Yellow and red appear to be the 
most popular colors. They have 
been picking up the losses suffered 
by turquoise. Green, black, and 
white continue to be popular sellers. 


Business will improve, 
purchasing agents say 


Business during the second half 
of the year will be better than it 
has been during the first half. 

That’s the prediction of the 
majority of purchasing executives 
interviewed by vie National Asso- 
ciation of Purchasing Agents. Only 
15 percent of the executives expect 
business to be worse. 

Not all industries look to the 
future with the same degree of 
optimism or pessimism. 

Most purchasing ~xecutives re- 
port that price increases have been 
halted. They say competition just 
won’t allow further price increases. 


Bissell will continue 
fair trade in Indiana 


Bissell Carpet Sweeper Co., Grand 
Rapids, Mich., announces it will 
continue to fair trade its products 
in Indiana. 


Bissell’s announcement came 
after the Indiana Supreme Court 
ruled that the non-signers provision 
of the Indiana Fair Trade Act was 
unconstitutional. 


The company said it will set up 
a system of specific store contracts 
which will maintain fair trade 
prices. This will be in keeping with 
the court’s ruling. 
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“With polyethylene packaging 





our sales went straight up” 


So states A. Rosset, Advertising Manager, Hancock Manufactur- 
ing, Inc., Philadelphia 6, Pa. 

With film made of Bakexire Brand Polyethylene, “we get 
strong, visible packaging that does not rocket the cost of packaged 
goods. The film has the strength needed to package odd-shaped 
parts, many of which have sharp protruding edges. It resists punc- 
turing and tearing, and keeps contents clean and away from 
moisture.” 

Be sure you market products packaged in flexible film made of 
BAKELITE Polyethylene. It pays at both ends . . . manufacturing 
and retailing . . . in better sales and less markdowns or returns. 
Get the whole story from your supplier. Or write Dept. YH-77. 





BAKELITE 


BRAND 


POLYETHYLENE 





UNION 
fe No 1= 3] 3) = 


BAKELITE COMPANY, Division of Union Carbide Corporation @p _ 30 East 42nd Street, New York 17, N.Y. 


The terms BAKELITE, UNION CarBivE and the Trefoil Symbol are registered trade-marks of UCC. 
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C. B. Leinbach Heads Eastern Golf Assn.; 


Higgins Wins Hardware Bowl In Tournament 


Charles B. Leinbach, Sup- 
plee-Biddle-Steltz Co., Phila., 
Pa., is the new president of 
the Eastern Hardware Golf 
Association. 

He was elected at the as- 
sociation’s annual meeting 
held at Shawnee Inn, 
Shawnee - on - Delaware, Pa., 
May 14, 15, 16. 

The annual golf tourna- 
ment saw Wilbur Higgins, 
Jr., Starline Inc., Harvard, 
Ill., win the Hardware Bow! 
in the championship fight. 


Luther C. Stevens of Sam 
McKnight Hardware Co., 
won the medal with a 76 
score. 


Other officers elected at the 
business sessions were; Floyd 
W. Berdan, National Carbon 
Co., New York, first vice- 
president; Gordon W. Farr, 
Decatur & Hopkins Co., Bos- 
ton, Mass., second vice-pres- 
ident; H. L. Gilliam, Wood 
Shovel & Tool Co., New York, 
re-elected secretary -trea- 
surer. 

Joseph C. Walker, Penber- 
thy Mfg. Co., Detroit, Mich., 
president last year, has been 
elected chairman of the 
board. 


Directors elected to 3-year 
terms are Lloyd Vander 
Horst, M. Gloyd Kimball and 
Ed. W. McKenna. 


There was keen competi- 
tion as 153 golfers vied for 
honors in 18 flights in this 
year’s tournament. The :light 
winners and runners-up are 
as follows. 

First, Wilbur Higgins, Jr. 
and Henry L. Clark. 

Second, Guy W. Donahue, 
Jr. and John J. Coy. 

Third, Vincent P. Lowe, 
Jr. and Fred H. Page, Jr. 

Fourth, John H. Butcher 
and Walter D. Scott. 

Fifth, E. H. Talmon and 
Leonard S. May. 

Sixth, Harry M. Webster 
and L. L. Wilson. 

Seventh, Frederick E. 
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WILBUR HIGGINS, JR. 


Morgan and James E. Sea- 
man. 
Eighth, Alexander R. 
Walsh and Arthur L. Riemer. 
Ninth, Chas. D. Merritt 
and Miles T. Hutchinson. 
Tenth, Wm. Geo. Steltz, Jr. 
and Edward C. Laird. 
Eleventh, Burdette E. 
Bostwick and Stuart M. 
Jones. 
Twelfth, Edward M. Welty 
and William P. Per*inson. 
Thirteenth, Rob2:ic E. Fry 
and Clarence E. Zettel. 
Fourteenth, Clarence E. 
Kendall and E. A. Mercner. 
Fifteenth, Phil W. Embury 
and Lloyd A. Van Buskirk. 
Sixteenth, Harold E. Mas- 
back and Emmet F. Harding. 
Seventeenth, David S. Mor- 
rison and R. S. Hostetter. 
Eighteenth, Francis P. 
May and E. Howel! Hickman. 





Chicago Dealers Hold 
68th Annual Meeting 


The Chicago Retail Hard- 
ware Association recently 
held its 68th annual meeting 
in the Furniture Club of 
America. 

The following officers were 
re-elected: Lester Porter, 
president; George E. Brough- 
ton, vice-president. A. J. 
Lensing was elected chair- 
man of the board. 

J. C. Amis was appointed 
secretary with offices at 460 
S. Northwest Highway, Park 
Ridge, Il. 

The meeting was addressed 
by R. B. MacFee, managerial 
assistant, Small Business Ad- 
ministration. He spoke on 
“What the Small Business 
Administration means to the 
Retail Hardware Dealer.” 


Hardware Show Grows 


With heavy emphasis on 
power tools and equipment, 
the number of exhibitors at 
the 12th annual National 
Hardware Show has grown 
to more than 1000. Show 
runs Oct. 14-18 at New 
York’s Coliseum. 





J.J. PELHAM 


J. J. Pelham Is New 
VP At Cal-Dak Co. 

J. J. Pelham has been 
elected vice-president of the 
administrative division of the 


Cal-Dak Co., San Gabriel, 
Cal. He previously served 
es general manager of the 


firm’s Colton, Cal. plant and 
as assistant to the president. 

Mr. Pelham has been with 
the company for the past 
five years. With this promo- 
tion, he becomes a member 
of the Cal-Dak executive 
committee. 





Otto Gilbertson And Otto Gilbertson, Not 
Related, Meet Through Hardware Age 


HARDWARE AGE readers 
agree that they learn some- 
thing new and interesting in 
every issue. 

But no one agrees more 
than Otto Gilbertson, who 
operates Gilbertson Hard- 
ware in East Stanwood, 
Wash. 

No one, that is, except pos- 
sibly Otto Gilbertson, who 
operates Gilbertson Hard- 
ware in Mount Horeb, Wis. 

That’s right. 

There are two Otto Gil- 
bertsons. Each operates a 
Gilbertson Hardware — some 
1800 miles apart. 

Mr. Gilbertson in Wash- 
ington learned of Mr. Gil- 
bertson in Wisconsin from 


an article on page 78 of the 
Feb. 28 issue of HARDWARE 
AGE. He wrote Mr. Gilbert- 
son in Wisconsin, calling his 
attention to the coincidence 
and promising to visit him 
the next time he is in Wis- 
consin. His wife has rela- 
tives in Superior, Wis. 

The coincidence in their 
names resulted in stories in 
each of their local newspa- 
pers. 

The only thing needed to 
complete the coincidence pic- 
ture would be if both wives 
had the same name. They 
don’t. It’s Anne Gilbertson 
in Washington and Irene Gil- 
bertson in Wisconsin. 
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Richards And Conover 
Makes 2 Appointments 


Richards and Conover 
Hardware Co., Kansas City, 


Mo. wholesaler, has added 
Paul E. Humphries to its 
executive staff. He is mer- 


chandising manager and gen- 
eral manager of the Kansas 
City Hardware Div. 


Mr. Humphries had been 
with Western Auto Supply 
Co. for 17 years. Most re- 


cently he was division man- 
ager in New England. 

W. Lee Miller, former di- 
visional credit manager, has 
been promoted to genera! 
credit manager of the Kan- 
sas City Hardware and Steei 
divisions. 


Executive Management 
Changes At Stanley 


Several changes have been 
made in the executive man- 
agement of the Stanley 
Works, New Britain, Conn. 

Harold E. Pape has been 
elected executive vice- presi- 
dent to fill the post left open 
by the retirement of W. Ron- 
ald Morse. He had been vice- 
president of the Stanley 





HAROLD E. PAPE 


Works in charge of Stanley 
Steel and director of pur- 
chases. 

Mr. Pape joined the pur- 
chasing department of the 
former American Tube & 
Stamping Co. in 1919 and 
served for 20 years with the 
company which became a di- 
vision of Stanley in 1926. 

Clemens J. Diemand, for- 
mer plant manager of Stan- 
ley Steel, has been elected a 
vice president in charge of 
that division. 

Maxwell D. Coe, purchas- 
ing agent since 1949, has 
been named director of pur- 
chases. 





DEALER BRIEFS: 





lowa Dealer Draws 950 in Town of 400; 
Colorado Dealer Uses 42-Page Ad Section 


Van Meter, lowa— Van 
Meter Hardware recently 
used its 12th anniversary as 
a theme for an 11-hour, one- 
day sale event. In a town of 
only 400 residents, Van Me- 
ter Hardware served buffet 
lunch to 950 customers dur- 
ing the sale. Factory demon- 
strations, guessing contests, 
and several hundreds of dol- 
lars worth of door prizes 
kept traffic at peak all 


through the day. Co-owners 
Harry Stonehocker and Earl 
Meyer say that their big, 
yearly anniversary event 
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keeps the whole town talking 
for a long time afterward. 


Louisville, Colo.—Stein- 
baugh’s recently held a 65th 
anniversary sale sparked by 
a special 42-page section in 
the Louisville Times. One 
page in the special ad sec- 
tion carried congratulatory 
messages from seven other 
nearby hardware stores, also 
members of the S & Q volun- 
tary chain group. 





Bryan, Ohio—Bryan Hard- 
(Continued on page 116) 





Part of Tennessee Trading Stamp Law Ruled 
Unconstitutional; State to Appeal Ruling 


to curb 
heading 
supreme court 


law 
stamps 
state 


Tennessee’s 
trading 
for a 


is 


tesc. 
Chancellor W. J. Wade 
ruled June 8 that the portion 


of the law levying a 2 per- 
cent gross receipts tax on 
merchants issuing trading 


stamps is unconstitutional. 

The state said it plans to 
file an immediate appeal with 
the stata supreme court. 

Another part of the law 
which doubles the $300 privi- 
lege tax on trading stamp 
companies was upheld 
valid. 

Both sides in the case are 
expected to ask the state 
supreme court for a special 
hearing. They hope to have 
a ruling before the effective 
date of the law, Aug. 1. 

An attorney for the stamp 
companies and merchants 
contesting the state law said 
the stamp companies. will 
continue to do business in 
Tennessee if Wade’s ruling is 
upheld. 

He said Wade’s ruling 
would increase stamp com- 
panies’ taxes by $20,000 a 
year. However, it would keep 
the state from collecting mil- 
lions in additional taxes 
from merchants issuing their 


as 





Stanley Cohen Elected 
President Of Central 


Stanley Cohen has been 
elected president of Central 
Hardware Co., St. Louis, Mo. 
The former merchandise 
manager has been associated 
with the independent hard- 
ware chain for the past 17 
years serving in every de- 
partmen<t. 

Julius Cohen, who has been 
president since 1936, was 
elected chairman of the 
board. His successor to the 
presidency will take office 
July 1. 


stamps. Merchants operating 
their own stamp plans were 
exempted from the gross re- 


(Continued on page 108) 


Gantz Named Director 
Of Sales For Empire 


Empire Brushes, Inc., Port 


Chester, N. Y., has named 
Emanuel Gantz director of 
sales for all divisions. He 





EMANUEL GANTZ 


will continue as sales man- 
ager of the Maintenance di- 
vision. 

Philip Gantz replaces him 
as sales manager of the 
Housewares division of the 
brush manufacturer. 


Curtis Named Director 
Of Sales At Tennessee 


Lewis Curtis has been ap- 
pointed director of sales for 
the Tennessee Fabricating 
Co., Memphis, Tenn. He will 
also be in charge of the orna- 
mental iron maker’s sales 
promotion and advertising 
activities. 

Mr. Curtis has been with 
the firm for more than 4 
years handling sales promo- 
tion and advertising. 

In addition to his new title 
with Tennessee, Mr. Curtis 
also is a member of the board 
of directors and a vice-pres- 
ident. 
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DOUBLE DUTY 
BEAUTY! 


S) LVER’S 
Sensdtional New Miraclean 


winDow BRUSH 
nd 





tetas 


FIRST, IT’S A LIGHT WEIGHT, 
EASY-HANDLING WINDOW 
BRUSH . . . 


. terrific for use in 


homes, stores and offices. 


IT’S A HANDY SQUEEGEE... 


ready to finish the job with 
lightning efficiency. 


CHECK THESE EXCLUSIVE QUALITY 
FEATURES! 


@ Selected Quality 244" Grey Tampico 

@ Professional Type, Zip-in Replaceable Rubber 
Squeegee 

@ Full 8” Natural Lacquered Hardwood Block with 
Rustproof Metal Hai.dle 

e Handle Perfectly Balanced for Easy Use by Hand — 


Tapered to Fit Standard Window Poles when Unit is 
Needed for Hard to Reach Areas 





Sells itself from colorful, shopper 
stopper display that occupies 
little counter space. Display, 
FREE with your order. Order now 
from your jobber. 


SUGGESTED RETAIL ...... $1.95 





'\Siver BRUSH WORKS, 


INC. 


Manufacturers of a complete line of quality brushes 
1019 West Lake Street © Chicago 7, Illinois 
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—_—News of the Trade—— 


Tennessee Stamp Law 
Due Before High Court 


(Continued from page 107) 


ceipts tax in the stamp law. 

One chain contesting the 
stamp law says it would have 
to pay more than $100,000 a 
year in gross receipts taxes 
if that portion of the law is 
upheld. Another claims it 
would have to pay $20,000 a 
year in taxes under the law. 

Attornies for the chains 
and stamp companies are ex- 
pected to argue in their ap- 
peal that if one part of the 
law is bad, the whole law is 
bad. They will seek to have 
the privilege tax outlawed 
too. 

The state supreme court 
could take one of three 
courses on the appeal: It 
could uphold the first ruling 
as it stands. It could rule 
that the entire law is uncon- 
stitutional. It could hold the 
entire law valid. 

In Oregon, the legislature 
adjourned without acting on 
a proposed bill to require 
that trading stamps be re- 
deemed in cash as well as in 
merchandise. 


Tecumseh Takes Over 
Power Products Corp. 


Tecumseh Products Co., 
Tecumseh, Mich., has taken 
over the operation of Power 
Products Corp., Grafton, Wis. 
Tecumseh has purchased all 
outstanding shares of the 
firm, a leading producer of 
small gasoline engines for 
portable equipment. 

Plans for the operations of 
the modern plant built last 
year by Power Products have 
not been announced. 

R. T. Lueloff, president and 
founder of Power Products, 
has ended his active associa- 
tion with the firm. He founded 
the company 11 years ago 
and built it into a $13 mil- 
lion business. 


Buckwalter Resigns 
From Wooster Rubber 


James K. Buckwalter, vice- 
president in charge of «ales 
of Wooster Rubber Co., 
Wooster, Ohio, has resigned 
effective Aug. 1 of this year. 

The resignation was an- 
nounced in a joint statement 
by Mr. Buckwalter and 
James R. Caldwell, president, 
as follows: 

“Mr. Caldwell and I are 


announcing my resignation 
jointly so that I can make it 
clear that I am in complete 
accord with the company, its 
people and its policies,” Mr. 
Buckwalter said. 

“My decision to resign was 
made purely for personal 
reasons, and it enables me to 
seek another management 
opportunity in either the in- 
dustrial sales or hardware 
fields.” 

Mr. Buckwalter has been 
with the firm since 1948. He 
became head of the complete 
sales effort in 1952 and has 
served on the board of di- 
rectors since then. 


Fred Dunning Retires 
At Yale & Towne Mfg. 
Fred Dunning, executive 


vice-president and secretary 
of Yale & Towne Mfg. Co., 





FRED DUNNING 


New York, retired recently 
after 35 years of service. He 
will continue to serve on the 
board of directors. 

Mr. Dunning joined the 
firm in 1922 as chief account- 
ant and became an officer in 
1927. 


William H. Mathers, a 
partner in the law firm of 
Milbank, Tweed, Hope, & 
Hadley, has been elected a 
vice-president and secretary 
of Yale & Towne. 


Outboard Marine Corp. 
Buys Cushman Motor 


Outboard Marine Corp, 
Waukegan, Ill., has pur- 
chased Cushman Motor 
Works, Inc., Lincoln, Neb. 


Cushman manufactures 2- 
and 3-wheel power driven 
vehicles including scooters, 
light industrial carriers and 
other products. The firm will 
be operated as a whoily own- 
ed subsidiary of Outboard 
Marine. 
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every woman 
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Here’s Value >. : | 
that brings 0 
Volume! | ee 
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iY PROLON 


Never before in Melmac® Quality Dinnerware, such 





gracious beauty for so little. Inspired mociern styling. 
Lovely decorator colors. Virtually unbreakable, too, 
and safe in hottest water, even in the dishwasher. 


PROLON DIVISION, PRO-PHY-LAC-"'C BRUSH CO. 
Florence, Mass. 




















She reads about Cal-Dak housewares 
in every issue of McCALL’S, LIVING, BRIDE’S 


...80 she looks for genuine Cal-Dak quality! 








It’s profitable for you to make her dreams 
come true by featuring the nationally- 
advertised Cal-Dak line. 


Cal-Dak Merchandiser Displays and 
other helpful promotion aids will identify 
your store as Cal-Dak headquarters. 














Mac’s rolling in the stuff — since he started ED Manufacturers of 
suggesting “ScotcH” Brand Masking Tape Work-Saving Quality Housewares 
' ' 
with every paint sale! THREE FACTORIES TO SERVE YOU BETTER: 
oe | s-28 LANCASTER, PA. « LA PORTE, IND. *« COLTON, CALIF. 
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New 12 oz. can 
and pint 
quart and 


gallon cans 


Versatile QUIXOL}* is loaded 
with sales appeal — it does so 
many jobs so well. And it’s 
a superior water-free shellac 
thinner and solvent. 


What’s more —QUIXOL’s 
modern, convenient, factory- 
packaging saves spillage, 
evaporation losses and exces- 
sive handling costs that go 


Firm Name 
Address 


We are a [_| Retail Dealer 


a ee Se 


COMMERCIAL SOLVENTS CORPORATION, Specialties Department 
260 Madison Avenue, New York 16, N. Y. 


Please send free folder on [| QUIXOL and [ |] QUAKERSOL 


and the name of my nearest supplier. 


[-] Wholesale Distributor 


News of the Trade 


NEWS OF 


MANUFACTURERS’ AGENTS 


Masonware Co., East Prov- 
idence, R. I., has made three 
/'new appointments. I. L. 
| Davies, Denver, Colo., has 
been named representative in 

| the Rocky Mountain States. 
Joseph DeVarco, Miami 
Beach, Fla., covers the state 
of Florida. B. F. Estep, Cin- 
cinnati, Ohio, is representa- 
tive in southern Ohio, Ken- 
tucky and southern Indiana. 





o 
| Will-Burt Co., Orrville, 
| Ohio. has named Gasstrom- 
White & Co., Inc., New York 
City, representative for its 
Versa-Vise in New England, 
New York, and _ northern 
New Jersey. 
v 
Rox Products Co., Detroit 
Mich., has named John 
Shields Associates, Drexel 
Hill, Pa, representative for 
its masonry paint in eastern 
Pennsylvania, southern New 
Jersey and the states of 
Delaware and Maryland. 
| Vv 
Keil Lock Co., Inc., Charles- 
| town, N. H., has appointed 
'J. B. Spilman, Greenville, 
| North Carolina, representa- 
tive in Virginia, North Caro- 
lina, and South Carolina. 





v 
Jones & Laughlin Steel 


Corp., Pittsburgh, Pa., has 


appointed Blumenschein & 
Schoner, Chicago, Ill., repre- 
sentative for galvanized 
ware sales in Illinois, parts 
of Indiana, and the eastern 
shore of Wisconsin. 

Vv 


Gleason Corp., Milwaukee, 
Wis., has appointed Fry-Hol- 
brook and Co. representative 
for its slow speed wheels and 
casters in Alabama, Florida, 
Georgia, Mississippi, North 
Carolina, South Carolina, 
and Tennessee. 

7 

Clyde Varney Co., Detroit, 
has appointed Parke Enders, 
former field representative 
for Washington Steel Prod- 
ucts, Inc., Tacoma, sales 
manager. 

+ 

L. Teweles Seed Co., Mil- 
waukee, Wis., has appointed 
Arthur M. Peters Co., Sims- 
bury, Conn., representative 
in Connecticut, Maine, Mas- 
sachusetts, New Hampshire, 
Rhode Island and Vermont. 

Vv 

Edward E. Robinson, Inc., 
Newark, N. J., has appointed 
O’Reilly & Boaden, Inc., rep- 
resentative in the New En- 
gland and New York State 
area for its line of paint 
brushes. 





with old-style bulk solvents. 


Plan now to get your share of 
the repeat business and extra 
profits enjoyed by QUIXOL 
dealers! Specify versatile 
QUIXOL on your next order! 
And don’t forget QUAKER- 
SOL®, the shellac thinner 
that builds business, another 
CSC top quality product. 


DONALD H. UFFINGER 
D. H. Uffinger Named 
'Kentile Sales Manager 


Donald H. Uffinger has 
been appointed general sales 
manager of Kentile, Inc., 
Brooklyn, N. Y. 

He was divisional sales 
manager at the Cleveland of- 
fice. 


Rep quae GUNES GED GEEED CUED Gum Guu amen cunil 


Locke Steel Receives 
Award For Excellence 

The Lawn Mower Div. 
of Locke Steel Chain Co., 
Bridgeport, Conn., has been 
presented an award for ex- 
cellence by the National 
Lawn Mower Dealers Asso- 
ciation. 

W. W. Spencer, president 
of the group, presented the 
award to Henry Stegeman, 
designer for Lock mowers. 

The award is made on the 
basis of quality of product, 
service organization and na- 
tionwide distribution. 


Gotham, Warner Merge 


Gotham Brush Corp., New 
York City, has merged with 
W. E. Warner & Co., at the 
same location in New York. 
The company will be known 
as the Gotham Div. of W. E. 
Warner & Co. 


HARDWARE AGE, JUNE 20, 1957 





ee 


ys 
Po 4 Oe 
Ad * “<* 
*e fa See 
Dm 


0.00 


» 
<> 


In a few short weeks the one hundred 
millionth PRO-TEX Stove Mat rolls off the 
line! Proof they’re best sellers? You bet! 
Yes, PRO-TEX offers you MORE SALES, 
MORY PROFITS than any other stove mat 
in the entire household field! 


Ballouoff METAL PRODUCTS COMPANY 
2536 EUCLID AVENUE e CLEVELAND 15, OHIO 


Offices in Principal cities in the United States and Canada 


6 AMERICA'S FASTEST SELLER 
Dos _ BECAUSE IT'S SUPERIOR TO ALL 
CAULK COMPOUNDS! 


Blends with white 
tile, tubs, marble, 
wood and walls. Il- 

lustrations on smart 
THE 3 coler, yellow white 
SNOW WHITE and blue display box 


PLASTIC sells and explains 
IN A TUBE 


- 































NATIONALLY 
ADVERTISED 













the Genuine 
monst-STARRe,, 





Vinvow squeest® 





PROVEN 
THROUGH 
THE YEARS... 
A REALLY 
PERMANENT 


TUB and 
TILE 
| 


It's Fast! It’s Simple! 
SPLIT SECOND ACTION! 


~ f aa i 
1 W , a / “@) 








Waterproof, recommended | Press the Magi Klip Service Rubber floats eed = —— 

. . or instant removal, reely in channel for ip and the chan- 
by leading tile craftsmen,| Retail replacement, or po- instant change. nel and rubber are 
never turns yellow. See only 


sitioning of the held securely in any 
your jobber or write direct 


for FREE SAMPLE and lit- 
erature and prices. 





channel, 











service rubber and : position. 











A MORSE-STARRETT PRODUCT 


A few choice territories still available a 


\ 
DE WITT PRODUCTS Co. * 


dealer or write to: 


PRODUCTS Co. 
1, CALIFORNIA 


5860 PLUMER ST. + DETROIT 9, MICH. 
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MANSFIEL 
HANDI-PAK 


Use Mansfield’s new sturdy corrugated cartons—attractively 
printed in dual colors —to step up your profit potentials. 
Chock full of eye appeal for point of purchase display. 


The new “HANDI-PAK” is a big hit with Mansfield Dealers. 
in this deal you get 6 individually boxed No. 09 Ballcocks 
in a shipping carton. There is also the standard pack of 
24 individually boxed No. 09 Ballcocks to a shipping 
carton. Also available in bulk packing (not boxed) 24 to 
a shipper. 


MANSFIELD No. 09 BALLCOCK 


Combining features not found in 
higher priced fittings—quality 
workmanship throughout. Popvu- 
larly priced. 


MAKE MANSFIELD 
YOUR CHOICE 


There are no better values to 
be had. 


PR, 





HEAVY DUTY 
BALLCOCK 
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Check with your favorite jobber or write 


BRASS DIVISION 


MANSFIELD SANITARY POTTERY, INC. 


133 First St., Perrysville, Ohio 
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ROBERT L. SMALL 


Small Appointed Sales 
Manager Of Withington 


Robert L. Small has been 
appointed sales manager of 
Withington, West Minot, 
Maine, manufacturer of 
archery equipment and juve- 
nile sporting goods. 

Mr. Small was formerly 
assistant general manager of 
the Seaboard Packing Co., 
Lubec, Maine. 


Mall Tool Makes Some 
Organization Changes 


A series of organization 
changes have been made in 
the Mall Tool Co., a division 
of Remington Arms Co., Inc., 
Bridgeport, Conn. 

C. C. Clair, formerly su- 
pervisor of sales training, 
has been named manager 
of chain saw sales. 


E. S. McCawley, Jr., pre- 
viously sales promotion and 
advertising manager, has 
been appointed manager of 
electric tool sales. 

H. M. Trowern, Jr., a for- 
mer advertising assistant, 
succeeds Mr. McCawley in 
the sales promotion post. 


Ralph J. Schwass has been 
appointed supervisor of prod- 
uct service and G. M. Hans 
has been named special rep- 
resentative in product devel- 
opment. 


Lowe Brothers Names 
2 To Managerial Posts 


Paul J. Smallwood has 
been named associated prod- 
ucts manager of Lowe 
Brothers Co., Dayton, Ohio. 
The former sales representa- 
tive in central Indiana will 
be responsible for the firm’s 
brush, specialty products and 
Master Painter line. 

Michael P. Calvitto has 
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been appointed sales promo- 
tion manager handling va- 
vious phases of paint mar- 
keting and merchandising. 
He has been credit manager 
and a salesman in St. Peters- 
burg and Miami, Fla., for 
Lowe. 


Wessel Hardware Adds 
Snyder To Sales Staff 


Robert Snyder of Needham 
Heights, Mass. has become a 
member of the Wessel Hard- 


ROBERT SNYDER 
ware Corp., Philadelphia, 
Pa., sales staff. 

Mr. Snyder has covered 
the New England territory 
for more than 8 years and is 
well known in the wholesale 
and retail field. 


Richards Is Manager 
Of Schoelikopf Div. 


William A. Richards has 
been named manager of the 
manufacturing div. of the 
Schoellkopf Co., Dallas, Tex. 
wholesaler and manufac- 
turer of plastic and leather 
goods. 

Mr. Richards will super- 
vise all company manufac- 
turing of automobile seat 
covers, gun cases, saddles, 
seat cushions, and leather 
specialties. 


Dealer in Texas Wins 
Better Homes Contest 


Nearly 20,000 dealers tied 
in with the 1956 home im- 
provement contest sponsored 
by Better Homes & Gardens 
magazine. Dealer prizes were 
awarded for the best tie-ins 
with the magazine’s pro- 
gram. 

Grand prize winner was 
Calcasieu Lumber Co., Aus- 
tin, Texas. Stebbins Ander- 
son Co., Inc., Towson, Md., 
was a semi-final winner. 
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junior coil 
25 Ibs. packed in self- 
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dispensing carton. 
super =- TUFF Measure-marked every 
50 and 100 ft. coils of iO feet. 


manila or nylon rope 
in a new combination 
self-service display tray 
and shipping unit. 
Polyethylene wrapped. 


Practical rope packages for- 


Boating 
Home - Farm « Industry «+ Recreation 
THE THOMAS JACKSON & SON CO. Reading, Pennsylvania 


DRI-FILM 


NEW! Lifetime Lubricant 


MANUFACTURERS SINCE 1829 


PERMA-GLIDE T. M. 
in the popular Spray Can 


* Used by leading industries 
* First time available to public 
* Makes oiling obsolete 
* Everyone is a prospect : 
* Not oily...not messy...not greasy 
* Priced right to sell: 

6-0z. SPRAY CAN......... $ .98 





= = — 
— 


Lifetime Dri-Film 
LUBRICANT 





FULL 40% PROFIT! 


6-0z. PERMA-GLIDE 
Suggested Retail Price 98¢ 








ND is, Cian wa $11.76 Doz. 
ae $ 7.06 Doz. 
40% Profit 

Se $ 4.70 Doz. 











PERMA-GLIDE provides a complete 
assortment of store materials to 
help you sell. Order now from your 
distributor or write for more infor- 
mation to: 


FLAMEMASTER CHEMICALS, INC. 


Division of Ideal Chemical Products, Inc., Culver City, California 
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Cat. #BB197 — 


Template Butts, Button Tips 
with permanently attached Bearings 






Builder’s Special 
Cat. #540 


Wrought Steel Butts 
Cat. #R240 


You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality . . . and most im- 


portant the customers like the products.” 


Display them and you'll sell them—Griffin 
. in any 


Hinges ... order by the carton.. 
selections your customers want. 


NEW VISIPAKS-Order by the 


carton of individual carded items. 


RIFFIN’ 


“since 1899” 
MANUFACTURING CO. 





ERIE, PA. 
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COIMMBIAN advertises 


to help you sell! 


This ad in POPULAR MECHANICS 
_/s seen by 1,620,662 vise prospects.; 


Make Every Job Easier 
Aluminum 


wih « COLUMBIAN Sugar Pine 
GYRO-VISE| - 


Works in any position... on either side) MASONS’ 
upright... at any angle LEVELS 
The Gyro-Vise operates around a | Magnesium 
base on which it locks automatically. Maliogany 
ideal for carpentry, sanding, sawing, Sugar Pine 
plumbing, tool sharpening... .all home 
and shop jobs. Smooth, positive-grip, mar-free jaw faces. ° 
7% sq.in. gripping area. TORPEDO 
Removable, replaceable LEVELS 
pipe jaws. See your Aluminum 


dealer! 
Wood 


LINE AND 
SURFACE 
LEVELS 


WRITE FOR FREE CATALOG 3 . 
*add $1 west of Rockies. delivered POCKET 


LEVELS 


also 
makes 
all types 


f 
LEVELS 


eee eee en 





LEVELS 


DEPT. PM 73 ° CLEVELAND 4, OHIO 














; : 


Dl ate 
s=— / A FULL LINE 


It is always economical 
to combine purchases from a 
single manufacturer. It is 
also profitable to establish a 
BRAND LINE of tools and 
display them prominently. 
This builds customer confi 
dence and establishes your 
place of business as their 
shopping headquarters. 


Many dealers are now 
setting up a FLETCHER sec- 
tion in their store where 
FLETCHER products are 
grouped. This has proved 
and we recom- 


FLETCHER | 
— 


successful 
mend you try it. 


Have you seen our line | 


of DO-IT-YOURSELF tools? 


CARPENTERS’) 








| South Carolina, 





THE FLETCHER-TERRY COMPANY | 


879 SOUTH STREET | © — FORESTVILLE CONNECTICUT | 
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—— News of the Trade 





New appointments. new ierritories. etc. 


MANUFACTURERS’ SALESMEN 


Lumite Div. Chicopee Mills, 
Inc., New York, has ap- 
pointed Keen F. Markey, Jr. 
repreesntative handling in- 


KEEN F. MARKEY, JR. 


sect screening in New Eng- 


_land and Eastern New York 
| State. He was formerly with 
| the True Temper Corp., 
| Cleveland, Ohio. 


Vv 
True Temper Corp., Cleve- 
jand, Ohio, has appointed 
Robert D. Wells northwest- 
crn sales manager for its 
hardware division. The for- 
mer Sunbeam Corp. represen- 
tative will cover Washing- 
ton, Oregon, Idaho, Montana, 
Utah and Wyoming. 
¥ 
Ideal Toy Corp., New York, 
N. Y., has appointed David 
Cohen to its eastern sales 
staff. He was with Lewis Co., 
manufacturers’ represent- 
ative, and General Motors 
Corp. 
v 
Atkins Saw Div., Borg- 
Warner Corp., Indianapolis, 
Ind., has named John J. 
Horan eastern division repre- 
sentative. He will cover Con- 
necticut, Pennsylvania, New 
Jersey, Delaware, Maryland, 
metropolitan New York and 
Washington, D. C. 


+ 

Wood Shovel & Tool Co.., 
Piqua, Ohio, has promoted 
Robert Fultz from sales rep- 
resentative to district sales 
manager for North Carolina, 
Tennessee, 
rorthern Alabama and Mis- 
sissippi. 


~ 
G. F. Wright Steel & Wire 
Co., Worcester, Mass., has 
named Edward J. Welch Pa- 


cific Coast district sales man- 
ager with offices in Los An- 
geles. He has been with the 
Chicago sales force for sev- 
eral years. 


Vv 


Stanley Building Special- 
ties Co., subsidiary of Stan- 
ley Works, North Miami, 
Fla., has appointed Wiiliam 
H. Boyle midwest district 
sales manager. He was a 
sales manager with E. B. 
Young, Inc., Chicago. B. Greg 
Macarr has been named rep- 
resentative in the northeast 
area. He was formerly with 
General Bronze Corp. 


v 


Stanley Electric Tools Div., 
Stanley Works, New Britain, 
Conn., has named Roger A. 
Davis representative in 
Rhode Island and western 
Massachusetts. He joined 
Stanley in 1956. 


v 


Jones & Laughlin Steel 
Corp., Pittsburgh, Pa., has 
transferred Robert J. Stone 
to Philadelphia, Pa., from 
Toledo, Ohio. He will cover 
Delaware, eastern and cen- 
tral Pennsylvania, southern 
New Jersey and New York 
state except for New York 
City. 

v 


Moody Machine Products 
Co., Inc., Providence, R. L., 
has named Henry L. Dubs 
as East Coast representative 
for its line of Moody Kit 
tiny tool sets. 


v 


Otto Bernz Co., Rochester, 
N. Y., has appointed John 
A. Van Winkle to the newly 
created position as eastern 
regional sales manager with 
headquarters in New York 
City. He will supervise sales 
in 13 eastern states. 


v 


Boyt Co., Des Moines, 
lowa, has appointed Robert 
H. Wallick of Cartersville, 
Va., representative for its 
line of sporting goods and 
horse equipment in Virginia 
and North and South Caro- 
lina. He has been in sporting 
goods sales work for eight 
years. 
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MECHANICS’ TOOLS and 
HARDWARE SPECIALTIES 
LIST PRICE 


ANTI-SYPHON CHECK VALVE sha The Johnson New Low Cost 


Brick and Pointing Trowel Set. 


















hamper SPRINKLERS 





Full water-way.No restriction, 34"" pipe 


Swivel seat for long life, %4"’ pipe 


POP-UP SPRINKLER HEAD $16 


Pops up 1'2” above grass 


é UNION VALVE (Nor-Union $2.80) sqqy 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 33 a ee. oe 


Various sizes available — These Trowels are made from the finest bright polished 
spring tempered steel. The Polished Bronze Shank 1s 
Silver brazed securely to the blade. Guaranteed not to 


HOSE Y 72 tear loose from blade. Trowels dipped in wax to pre- 
s 


vent rusting, and inserted into envelopes to prevent 





Pe A a REN A 














ideal for Siamese connections — scratching. Bricks packed half dozen in Box; Pointer 
packed one dozen in Box. 
I i i 
OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, Order Now! For Early Delivery! 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP GUARANTEED @ SINCE 1830 








PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY WILLIAM JOHNSON INC. 
CHAMPION BRASS MFG. CO. & BRENNER AND KENT STREETS — NEWARK 3, N. J 


1460 NAUD ST. © LOS ANGELES 12, CALIF. © CApito!l 1-2108 











You SELL MORE ... when you 
SELL the FINEST full-line [p= 
MAGNESIUM MAGNELITE [keg 


Levee 


1. the SUPERBLY ACCURATE 
MAGNELITE “TOP - FLIGHT” 


A professional tool with large, easy-to-read Vial 
Assemblies, non-staining glass windows! = 


12 SIZES, from 18" to 96" pa Po all | — 
2. the NEWEST IDEA in LEVELS... versatile } Ne 


MAGNELITE PROTRACTOR | 


== 



































































Plumbs, levels, DIALS ANY ANGLE, 0° to 90° Me on NEW DISPLAY ; 
with known magnelite quality, finish, ac- 99 © Assortment #1300 takes up little space— 
curacy: " — —_ carries complete stock of 16 doz. items, 
1S ee, Ca Oe ee a $97.28 retail! Each item “Skinpak’d” on color- 
3. and the LOW-COST, quality DU-RITE! ee : 4 > ful card to increase eye appeal, protect finish 
a” 19” ‘ - | — | from handling, and insure positively against 
! x, 18 ) loss of screws, parts, etc. Peels off easily. 
a4, 28 ) > | | | © FOR COMPLETE CATALOG & INFORMATION 
Plus SIGHTING LEVELS . . . TORPEDO & LINE LEVELS! Seg | §) ABOUT ASSORTMENT #1300 write: 











Contact Sales Representatives: 


JOHN H. GRAHAM & CO., INC., New York, N. Y. ts nn : STAR Mian PRODUCT 















ve & MEREDITH, Chattanooga, Tenn. : | Se gamer sweet Brooklyn N. Y. 
J. H. SCHARF MFG. C0. PANEL i i | Sold through wholesalers only 
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ALEXANDER I. STAYMAN 


Stayman Is President 


Of American Nut & Bolt 


Alexander I. Stayman has 
been elected president of 
Nut & Bolt Fas- 

Pittsburgh, Pa. 
He replaces Glen A. Aiken, 
who has concluded 43 years 


American 
tener Co., 


of service with the company. 


Mr. Stayman was formerly 
with National Screw & Mfg. 
Co., Cleveland, and had been 
associated with Pittsburgh 
Screw & Bolt Corp. for over 
20 years. 


In another move at Ameri- 
can, J. W. Brown now as- 
sumes the duties of treas- 
urer. He had been secretary. 


Mardigian Corp. Elects 
Mardigian To New Post 


Arman Mardigian has 
been elected vice president of 
the Buckeye Div. and a mem- 
ber of the board of directors 
of the Mardigian Corp. De- 


ARMAN MARDIGIAN 


troit, Mich. He will continue 
as general manager of the 
Buckeye Div. in Wooster, 
Ohio. 

Mr. Mardigian joined the 
firm in 1945 as works man- 
ager and became general 
manager of Buckeye in 1954. 
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DEALER BRIEFS: 
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ware Co. has opened a new 
floor covering department 
which occupies 1000 sq ft of 
floor space. The new depart- 
ment will feature linoleums, 
tiles, and wall and counter 
coverings. 


Rockville, Md. — Hechin- 
ger’s, Washington, D. C., 
hardware and lumber yard 
chain, opened its sixth unit 
May 3! and June 1 on U. S. 
Route 240 by-pass. George 
W. Trainum, Jr., manages 
the new store. A 20-page 
broadside advertised the 
three-day opening sale. Bar- 
gains, do-it-yourself clinics, 
free refreshments, a menag- 
erie and free tractor and 
pony rides for children at- 
tract crowds to the event. 


Schuylkill Haven, Pa. —~— 
The Maurer Brothers hard- 
ware store, 5 E. Main St., 
held a gala opening complete 
with prizes. Paul and George 
Maurer have operated a 
store in Minersville for the 
past 15 years. 


Austin, Minn.—Kime and 
Krugel Hardware has been 
purchased by J. M. Halvor- 
son. The store will be known 
as Spring Valley Hardware 
and Appliance Co. Floor 
space has been leased to Os- 
trander Hardware for dis- 
play purposes. 


Alta Vista, Jowa—Arnold 
Hueneke has purchased Nor- 
bert Johann’s interest in H. 
& J. Hardware. Mr. Hueneke 
is now the sole owner of the 
former business partnership. 


Danville, Va.— Haynes 
Hardware Co., Riverside Dr., 
recently celebrated the open- 
ing of its new, larger facili- 
ties. Horace V. and Elvin M. 
Haynes own and operate the 
four-year-old firm. 


Vernonia, Ore.—Bill Wil- 
son is the new owner of the 
hardware store formerly 
owned by Mr. and Mrs. 
Charles Slaight. 


Gilroy, Calif. — Opening 
ceremonies were held _ re- 
cently at Bob’s Hardware, 
Inc., the successor to Sandell 
Hardware Co. The store is 
at 141 N. Monterey St. 
Owner Bob Weske was asso- 


—___—_News of the Trade——— 





ciated with the Sandell firm 
before opening the new busi- 
ness. 


Buckhannon, W. Va.— 
Home Hardware, Inc., 25 E. 
Main St., has doubled its 
stock room space by leasing 
two store rooms in the Stock- 
ert Building adjoining the 
store. Operator, H. P. Stal- 











Alva P. Rothenburger 


Alva P. Rothenburger, 91, 
hardware dealer of Montpe- 
lier, Ohio, died at his home in 
Montpelier May 11. Mr. 
Rothenburger has operated 
his hardware store for the 
past 70 years. The last 50 
years his sons, Pierre B. and 
Lyle A., have been affiliated 
with him in the business. 


Charles C. Proctor 


Charles C. Proctor, 78, re- 
tired vice president and gen- 
eral manager of Wood Shovel 
& Tool Co., Piqua, Ohio, died 
recently of a heart attack. 
Mr. Proctor started with the 
firm in 1902 and remained 
until his retirement 43 years 
later. 


Shirley E. Edwards 


Shirley E. Edwards, 60, 
retired hardware dealer of 
Greenville, Ky., died Apr. 8 
at his home after a short 
illness. Mr. Edwards had 
operated a grocery and hard- 
ware store in Powderly, Ky., 
for over 30 years before re- 
tiring a few months ago. 


Ira W. Leach 


Ira W. Leach, 69, co-owner 
of T. W. Leach Hardware 
Co., Morgantown, Ky., died 
May 9 after an illness of sev- 
eral weeks. Mr. Leach had 
been doing business at the 
same location for the past 
55 years. 


Ralph C. Henderson 


Ralph C. Henderson, 60, 
hardware dealer of Shep- 
herdsville, Ky., died recently. 
Mr. Henderson had been in 
business for more than 20 
years. 


naker, recently completed « 
remodeling project on the 
original stock room at the 
rear of the store. 


Toms River, N. J.—- White 
Oak Hardware Store, 812 
Main St., held its grand 
opening recently. Partners in 
the new venture are Martin 
Brenman and Mort Bloom. 


OBITUARIES 


Earl McDonald 


Earl McDonald, 49, of Ben 
Williamson & Co., hardware 
firm in Ashland, Ky., died 
May 12 in King’s Daughters 
Hospital after a heart at- 
tack. Mr. McDonald had 
been with the hardware firm 
for the past 10 years. 


Ralph David 


Ralph David, 69, of Lo- 
gansport, Ind., died May 14. 
Mr. David was one of the 
founders of Ralph David Inc. 
Hardware in 1925. He was 
a former president of the 
Indiana Retail Hardware 
Assn., Inc. 


Nels M. Killingstad 


Nels M. Killingstad, 78, 
part owner of Killingstad 
Furniture & Hardware Store, 
Sunnyside, Wash., died May 
3 in an Edmonton, Canada, 
hospital following a long ill- 
ness. 


Berton E. Smith, Sr. 


Berton E. Smith, Sr., 71, 
founder of B. E. Smith Hard- 
ware Co., Marlinton, W. Va., 
died May 3 of a heart attack 
at his home in Marlinton. 
Mr. Smith started his busi- 
ness in 1912. 


Logan L. Mather 


Logan LaRue Mather, 87, 
president of Mather Hard- 
ware and Supply Co., 4508 
Park Blvd., Louisville, Ky., 
died Apr. 23 at Kentucky 
Baptist Hospital. 


Glenn Ross Mills 


Glenn Ross Mills, 70, oper- 
ator of Mills Hardware & 
Variety Store, Augusta, Ga., 
died May 4 at his home after 
a long illness. 
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A report in pictures of events in the trade 


> 


View of the new front of the enlarged 
and remodeled Gus Bock Hardware store 
in Lansing, Ill. The store formerly oc- 
cupied the right half of the building. Now 
it takes up the entire first floor and base- 
ment of the two story building. A com- 
plete giftware and dinnerware department 
is located in the basement. The store lay- 
out is designed to encourge self-service. 








Here are sales and executives personnel 
at the recent sales meeting of Campbell 
Chain Co., York, Pa. From left to right 
(back row) C. H. Feiser, G. K. Blum, A. 
Simmons, R. G. Gamble, W. S. Martin, 
J. L. Herbold, R. M. Fuller, G. Peters, 
G. J]. Kohler, (second row) D. A. Ruffin, 
Jr.. H. A. Ziegier, J. N. Kuhl, N. A. 
Pettit, J. S. Hardaon, R. R. Leighton, 
G. W. Sinclair, R. P. Leister, S. D. Adsit, 
K. Steinmetz, A. M. Lund, W. E. Elder, 
F. J. Parsons, M. Falkenhagen, L. Ford, 
V. M. Bennett, G. W. Ferrer, W. H. Hen- 
dricksen, D. R. Coutts, J. K. Wilson, R. W. 
Elder, G. A. Garrett, (front row) A. A. 
Hally, M. H. Campbell, H. D. Campbell, 
G. J. Campbell, II], G. J. Campbell, Jr. 


Members and guests at the twenty-seventh annual shore dinner given by the Hardware Square Club. The yearly affair was 
held at the Hotel Sheraton Astor in New York City. 
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Classified Opportunities Section 


CLASSIFIED ADVERTISING RATES 
Help Wanted, Accounts Wanted BOXED DISPLAY AD RATES NOTE: Samples of merchandise, literature, 


Business Opportunities catalogs, etc., will not be forwarded to box 
Representatives Weated, ofc Pe cn ell 6 oa pr wR nny i Fai 
Set solid, maximum 50 words . @ CHCOU SHOWOS TET FT OF METS COR 
Sach eddttienal ward ; — — Ral Display _ No. agency commission allowed. 
as uts or specia rders not accepted. : ‘ 
Posit : HARDWARE AGE is published every other 
ositions Wanted Address your correspondence and replies to Thursday. Classified a elese > weeks 


ter 8 Rate) set solid, maximum $2.00 HARDWARE AGE prior to publication date. 


Remitt i 
Allow Seven Words for Keyed Address Classified Opportunities oy a ae as aaa de ar co 


or Your Address Chestnut & 5éth Sts., Philadelphia 39, Pa s'amps. 




















Representatives Wanted RepresentativesWanted Representatives Wanted 














: NEW YORK AREA PAINT SALESMEN 
REPRESENTATIVES Paint Brush Salesman | Build yourself a real future. Join an aggressive, 


F ’ , p expanding local manufacturer seeking two qualified 
or fy market test . . rominent paint brush manufacturer has open terri- paint men to take over established territories. A 
y er Tes ed and proved fast selling line tories for successful sales producer. Prefer men now liberal draw and top commissions are yours from the 
of prepackaged Do-It-Yourself hardware. World S ee ag —. hardware, — ar ge and indus- start, if you are looking for sales-minded manage- 
: : rials. Protected territories. tablished business. Will ment, eye-opening prices, and pace-setting quality 

f 
largest manufacturer of this type of hardware iS now also consider sideline ma nor manufacturers’ agent. in a full line of shelf goods and painters white goods. 


making line available to the trade for the first time Address Box 116, ea ee oe ee 
; _ care of HARDWARE AGE | 
Me sat eueteiiale capes Chestnut & 56th Sts., Philadelphia 39, Pa. | Address Box 634, care of HARDWARE AGE 
aggressive representatives who will intro | | Chestnut & 56th Sts., Philadelphia 39, Pa. 


duce our line to all classes of wholesalers and 
chains. Several territories still open for the right 


men. Reply stating territory, other lines carried | 
and experience. SALESMEN WANTED 
To represent a high quality seat manufac- REPRESENTATIVE WANTED 


PRESTO LOCK COMPANY || turer in your territory. Opportunity to | | | To handle profitable line of Sliding Door Hardware 

: handle a complete and competitive line on a liberal commission basis. Three different sets of 

Consumer Division sold direct to the trade on commission ba- Sliding Door Hardware to choose from. 4 write 

sis. Rush resume—T it , “ove _ in detail giving us your precise territory ow many 

Garfield, New Jersey Lines carried 7 : aE Me ROTereN men in your organization, your experience, type of 
. ‘ | trade called on and type of lines presently carried 

Address Box 616, care of HARDWARE AGE | 
iesnnail ee Le ; Chestnut & 56th Sts., Philadelphia 39, Pa. E-Z ROLL HARDWARE MFG. CO. 


85 New York Ave., Westbury, L. |., New York 















































oe D ESTABLISHED NEW YORK WHOLE. | dobuitiess ii 
BU ILDERS HARDWARE FIRM CAR. | 

LINES LOOKING FOR REP. REPRESENTATIVES WANTED: Manufac ne ar ane conte. eats 

| turer desires established commission representa- 

¢ ‘entra] and W estern ) "York State, tives for state of MISSOURI and VIRGINIA ARE YOU CALLING ON HARDWARE RE- 

g = Engiand States, cht ata New Jersey, selling our clients and others a complete line of TAILERS and garden supply accounts in the 

Pennsylvania, West Virginia & Maryland. High | Plumbing Cast and Tubular Brass Goods with Southeastern states? We have the country’s lead- 

Commission. May be carried as a sideline. State | full line of Globe—Gate and Check Valves—com- ing line of tillers, mowers and garden tractors 

experience and lines carried. Address: Box 620, petitively priced. Sold through Hardware Stores- that you can sell direct to your accounts. Good 

care of Harpware AGE, Chestnut & 56th Sts., Lumber and Building Supply Houses—Farm and volume and earnings are yours if you place this 

Philadelphia 39, Pa. Home Stores and large Plumbing and Heating | line with only 15 or 20 of your aggressive ac- 

Contractors. Please advise all details. Replies con- counts. Only men now calling on retail trade 

segeetignnatibanitabnipinietmberngiiaanl fidential. Address: Box 622. care of HARDWARE with other lines will be considered. Advise us 


Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. exact territory you cover. Write tocay for de- 
SALESMAN WANTED 


tails. W. R. Maclean & Associates, 4032 Over- 
brook Court, Nashville, Tennessee. 

Long established manufacturer of wire fencing and srrtininamenasetiiedietiainpwenmemmissnapeemeers 

wire fabrics wants salesman to cover central Western REPRESENTATIVE WANTED 

state, selling Hardware Jobbers. New company car Leadin California manuf 

: acture f . 

furnished. Write full particulars, experience and salary sonnel line of chrome bath wt Bae Top Flight Full Time or Side Line 

expected, Replies held in strict confidence. d es ires aggressive representation to PAINT BRUSH SALESMEN 
Address Box 613, care of HARDWARE AGE builders’ hardware trade. Choice areas 
Chestnut & 56th Sts., Philadelphia 39, Pa. open. Full line of Pure Chinese Bristle brushes available 

Address Box 629. care of HARDWARE AGE for immediate delivery for re e & een 

Chestnut & 56th Sts., Philadelphia 39, Pa. stores, lumber yards and industrials. Most ¢ terri- 


Qesenmnnniaitnaibeanin ane EE ac! tories open. Commission. 


: — iin os Iterated ’ , Address Box 534, care of HARDWARE AGE 
REPRESENTATIVES WANTED for the | ~— -_ Chestnut & 56th Sts., Philadelphia 39, Pa. 


' , > 4 » 

aD In LAD EBACR | a ee ee | REPRESENTATIVES WANTED. Manufac 
selfers buy tools or paints ony bawe = aera) turer of Non-Skid rubverized rug backing com- 
outlet for these products If you contact herdunre | found, Sathed Wah SGrereenS’ Set fie Pemee 

or paint jobbers, industrial plants, municipal util. | U0" Srostam, bas openings on exclusive territory WE ARE DOOR LOCKSET MANUFAC. 
ities, paint or hardware dealers, write wg ae basis for successful men with following among de- | TURERS AND REVAMPING some territories 
State territory covered. JOHNSON PRODUCTS. partment stores, notions, hardwares and hardware to create openings for capable, commissioned sales 
INC.. 2928 N. College Av miei a ae retailers. Gooa repeat sales, commission basis. | ,o5resentatives selling the lumber, building ma 
NL, £725 WN. ge five, indianapons 9, in State lines, territory and personal data. Write mod al and hardware trade. State full details. 


diana. = ;, ) nai 
Lh — Products Corporation, Box 482, Itasca, Address: Box 522, care of Harpware AGE, Chest- 
——_______—___——_ | nots. nut & 56th Sts., Philadelphia 39, Pa. 
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EXCLUSIVE PROTECTED TERRITORIES |. 
open for nationally distributed unique water re MANUFACTURER OF HIGH QUALIT‘ 


placement plumbing specialty item packaged for | = COMP eb hol rad E line of yo ear Hardware 
sale to plumbing supply houses, hardware distrib wishes representation in the following areas: 
utors and indies.” Golan demonstration sells Pennsylvania, Louisiana, Kentucky, Tennessee Accounts Wanted 
8 out of 10 on first call. Address: Rox 115, care | and Georgia. Our line is sold direct to retail 
of Harpware Ace, Chestnut & 56th “‘s.. Philadel- lumber dealers, hardware stores and kitchen _cabi- 
delphia 39, Pa. net manufacturers. No jobber accounts. Please MANUFACTURERS REPRESENTATIVES 
' mention lines now handling and all particulars METROPOLITAN N. Y.-N. J. With steady fol 
_ | in first letter. Address: Box 608, care of Harp- | lowing and many years experience specializing in 
| wARE AGE, Chestnut & 56th Sts. Philadelphia | Hardware and Housewares open for one additional 
HOUSEWARE REPS WANTED, METRO. | 39, Pa. line with volume potential. Top-flite 3 man or- 
POLITAN NEW YORK CITY and Southern | Pe Aer PN I ganization offers concentrated coverage: Variety 

















States area. Manufacturer Reps needed imme- and Drug Chains, Department Stores, Buyine 
diately for RED HOT LINE of low priced EXCELLENT LINE for sales repreentatives | Syndicates, Hardware and Houseware Jobbers, 
($9.95 retail). Steel Utility items. Terrific po- | calling on the retail trade in hardware, depart- Catalogue, Premium, and Promotional houses. 
tential. Commission basis. Write-—-Wire—Phone | ment, variety and chain stores. Good commis- | Modern showrooms ably staffed. Gladly furnish 

JE 3-4500, Pres., Western Metal Bed Co., 3000 | sions. Write: Midwest Plastics Mfg. Co., 208 | references. Address: Box 619, care of HARDWARE 
East Hedley St., Philadelphia 37, Pa. Bates Avenue, St. Paul 6, Minn. Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


Business Opportunities 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive sery.ce. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 


ACCOUNTS WANTED 


Manufacturer's Representatives calling on wholesale 
and department store trade, seeks additional House- 
ware and Hardware line for Philadelphia, Baltimore, 
and Washington, D. C., area. Sales ability proven. 
Will show samples and give frequent coverage. Volume 
producer for last 8 years. Request personal interview 
at National Houseware Show, Atlantic City, N. J., 
July 8-12. 
Address Box 633, care of HARDWARE AGE 
Chestnut & 56th Sts, Philadeiphia 39, Pa. 
































REPRESENTATIVE OHIO, MICHIGAN, INDIANA 


Well established associ stion among wholesale hardware 
and tool jobbers. Limited number of lines carried. 
700d consistent coverage. My specialty is tools and 
garden supplies. Will furnish references and volume 
figures produced for others. Will consider anything 
new for pioneering and promoting or line with some 
establishment. 

Address Box 535, earc » HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 


























WE CAN PROMOTE, SELL and/or ware. 
house, proven item of merit in builders hardware 
or building specialty field. Sales agency covering 
Southeast. Address: Box 623. care of HARDWARE 
Act, Chestnut & 56th Sts., wisserunainnttn 39, Pa. 


LINES WANTED FOR MEXICO 


Representative now covering leading 
outlet wishes additional lines, Hand 
Tools, Plumbing Supplies. 


Paul Laso Cue’ 
Apartado 25503 Mexico 12, 








D.F. 














MANUFACTURERS’ REPRESENTATIVE 
CALLING ON WHOLESALE and retail lumbe: 
dealers, building material distributors and archi- 
tects in Kentucky and Indiana. 12 years’ expe- 
rience—can give best of reference. Address: Box 
607, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





NEW MANUFACTURERS REPRESENTA. 
TIVE—Twenty years a retailer also some whole 
sale experience. Will cover Western Pennsylvania, 
Eastern Ohio and parts of West Virginia. Will 
cover both wholesalers and retailers according to 
wishes of manufacturer. Interested in builders 
hardware, shelf hardware, housewares. I want 
accounts. Address: Box 626, care of HARDWARE 
Act, Chestnut & 56th Sts., en 39, Pa 








MANUFACTURERS’ AGENT, WELL ES 
TABLISHED, experienced, offers pene rep- 
resentation in Metropolitan N. Y. J. to hard- 
ware, tool and garden le Finn § Thorough 
and efficient coverage of hardware, tools, elec- 
trical, garden, wholesalers. catalog houses, chains, 
dept. store. Excellent reputation in trade. Ad- 
dress: Box 617, care of HArpware AcE, Chestnut 
& 56th Sts., Philadelphia 39, Pa 











MANUFACTURERS REPRESENTATIVE— 
TRAVELING TEXAS, OKLAHOMA, LOUISI- 
ANA, and ARKANSAS desires additional Hard- 
ware line, or associated line. saps all whole- 
sale hardware accounts in this ea. Five years 
experience selling wholesale et a trade. 
Reply: MANUFACTURERS REPRESENTA- 
TIVE, P. O. Box 7497, Houston 8, Texas. 


WEST COAST SALES 
newly reorganized looking for potentially volume 
sales items in the hardware, mill supply or garden 
supply fields. Established for past 12 years and 
covering states of California, Oregon and Wash- 
ington. Warehouse facilities available. Address: 
Walter Industries, Inc., 725 Second Street, San 
Francisco, Calif. 





ORGANIZATION 











FLORIDA-CARIBBEAN SALES. Top notch 
salesman for one of America’s largest corporations 
wants to give up salaried position in the above 
territory for lines to handle on a manufacturer’s 
representative basis. Presently calling on hard- 
ware and kindred wholesalers. Address: Box 628, 
care of Harnvware AcE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 








MANUFACTURER’S AGENT visiting Europe 
soon wants to contact TOOL & SANPHOOK 
Importers or Jobbers. Address: Box 630, care of 
HARDWARE AGE, Chestnut & 56th Sts., Philadel- 
phis 39, 








ESTABLISHED MANUFACTURERS 
AGENT in the Intermountain area out of Denver. 
Colo., would like an additional line Hardware. 
Address: Frye Sales Co., 3319 W. 36th Ave.. 
Denver 11, Colo. 








Help Wanted 








HELP WANTED 


Two District Sales Managers for nationally known Alu- 
minum products manufacturer with accounts in Illinois, 
Minnesota, Wisconsin and New England; covering the 
building materials, hardware and floor covering whole- 
salers. Salary, car and all expenses plus override, 
State age, experience, qualifications and references. 


R. D. WERNER CO., INC. 
295 Fifth Ave., New York 16, New York 














Business Opportunities 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


If you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 

















FOR SALE HARDWARE STORE-—Long 
established in thriving farming and _ industrial 
town. Tools, paint, sporting goods, appliances, 


gift and housewares. Long low lease. Inventory 
and fixtures approximately ninety thousand, flexi- 
ble arrangements, real money-maker. Owner re- 
tiring. Write: Brea Hardware Co., 100 So. 
mona, Brea, Calif. Carl Brandis. 





HARDWARE BUSINESS s. 
14 years in Southern city of 42,000. Employ- 
ment high in plants and defense work. Ex- 
cellent agricultural area. Good building 150 ft. 
long with over 10,000 sq. ft. Present owner 
moving to own building would like to 
present location. Will sell fixtures, shelving, shelf 
hardware and any amount of present stock. Rea- 
sonably long-time lease can be made from lessor. 
Address: Box 538, care of HARDWARE AGE, Chest- 
nut & 56th Sts., rer 39, Pa. 


TO SETTLE ESTATE CLOSED CORPORA: 
TION going. Lumber and Hardware established 








forty years under same management. All best 
lines, clean stock, located in Salt Lake valley. 
Best payroll town in state. Ample well-located 


real estate for any type of 
lot, all churches, top schools. Good dise. Ad- 
dress: Box 602, care of Harpware Acer, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


operation. Parking 








“FOR SALE” Old established hardware store 
in a very busy town in Northern Wisconsin. Popv- 
lation 7500. Store located on Main street in the 
best block in the city. Good schools, churches: a 
brand new high school opened last fall. Inventory 
approximately $25,000.00. Reason for sale, illness 
of owners. Address: Box 636, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 
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' 
Po- | 


scessful for past | 


vacate | 


WEST PALM BEACH, FLORIDA 


Iliness forees sale of this successful Hard- 
ware Store in fastest growing city in Florida. 
New ©.B.S. building with large 2 bedroom 
living quarters. Will show approximately 
$20,000 net profit C.P.A. figures. $40,000 
eash down will handle building, equipment 
and inventory. Priced below market at 
$75,000 lock, stock and barrel. 
Address Box 632, care of ree at hag 4 — 








Chestnut & 56th Sts., Philadelphia 39, 











JOBBERS WANTED — We manufacturer a 
line of nationally known hand tools. We drop 
ship and pay all transportation charges. You 
don’t have to carry any stock. No shipping; no 
warehousing costs; a very clean, profitable propost- 
tion. Address: Box 627, care of Harpware AGE, 
Chestnut & 56th Sts., reuneandmndie 39, Pa. 


HAND GARDEN TOOL PATENT: A com- 
bination of several tools, have variety of uses, 
Hoe, Row Maker, Scraper, Cultivator, make shal 
low and deep rows for planting, cover seeded 


rows, cut weeds, etc. Will se’i or put on Royalty 
basis. Address: Box 635, care of HARDWARE 
Ace, Chestnut & 56th Sts., “hiladelphia 39, Pa 


—— 


FOR SALE: Modern Hardware Store estab 
lished 1921 near Coast, Southern California. Ex- 
ceptionally attractive lease, clean stock, good turn- 
over, excellent profits. About $85,000 to handle. 
Details available to qualified individuals. Address: 
Box 621, care of Harpware Ace, Chestnut & 
56th Sts. din venten snc 39, Pa. 


’ 


ESTABLISHED BUSINESS years) in 


(16 


heart of Miami Shores-Village Beautiful. Hard- 
ware, paints, housewares, electrical, garden sup 
plies, notions, sundries etc. Store—40xdv. Stock- 


ot 


20x72 2. 


9700 N.E, 


Mackenzie, 
Shores 38, 


leased building. Roy 
2nd Ave., Miami 


room 
owner. 
l-lorida. 


MOST SENSATIONA AL OFFER EVER 
MADE! Your name and address embossed FREE 
in beautiful raised letters on 100 different key 
blank numbers. Permanent and distinctive. Elimi- 
nates hand stamping. Any quantity—any assort- 
ment. Ask for bulletin No. 756. HAZELTON 
CHAIN CO., 81 Kemble St., Roxbury 19, Mass. 





Positions Wanted 


SALESMANAGER FOR A SOUTHWEST- 
ERN WHOLESALE HARDWARE HOUSE 
wants change, desires direct factory sales connec 
tion in Missouri, Kansas, Oklahoma or Arkansas 
territories. Twenty years’ experience as Sales- 
man and Sales Manager in all classes hardware, 
sporting goods, paints and housewares. Excellent 
record for producing sales and holding accounts. 
Protestant age forty-five. Address: 30x 07, 
care of Harpware Ace, Chestnut & 56th Sts.. 
oe * 39, Pa. 





I HAVE BEEN SELLING TO BOTH the 
retail as well as the wholesale hardware trade in 
and around the metropolitan area of New York 
for the past thirty years and have made many 
life long friends, and am looking for one more 
line representing a manufacturer in this field and 
in this area. I prefer working on a straight com- 
mission basis. Address: Box 625, care of Harp- 
warRE AGE, Chestnut & 56th Sts., ‘Philadelphia 39, 
Pa. 





MERCHANDISING AND SALES MANA- 
GER with years of successful experience in whole 
sale hardware, would like connection with a pro- 
gressive hardware distributor. Ability to coordi- 
nate purchasing and sales direction to cbtain best 
results will interest you—finest references as_ to 





integrity, character, and ability. Address: Box 
631, care of Harpware Acer, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





WHOLESALE HARDWARE MANAGER de 
sires connection with medium sized progressive 
hardware distributor—can increase your volume 
and profits through planned selling programs. 
modern merchandising and direction of purchasing. 
Finest references as to ability, experience, char- 
acter and results. DON’T WAIT, lets get started 
NOW! Address: Box 624, care of HARDWARE 
Philadelphia 39, Pa 


Ace, Chestnut & 56th Sts., 
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HOPPE \ 


| UBRICATIN¢ 
ol 





Save Selling Time 








and Energy 


Hoppe Products seldom need any introduc- 
tion because most experienced gunners use 
them—and they are constantly advertised. 
Ask your jobber about Hoppe’s No. 9 Sol- 
vent, Patches, Oil, Gun Grease, Gun Clean- 
ing Packs and Gun Cleaning Rods. And— 
don't miss asking him about the NEW 
Hoppe Gun Cleaning Outfits. You'll be get- 
ting calls for them soon. 


Frank A. Hoppe, Inc. 
2314 A North 8th St., Philadelphia 33, Pa. 








You Make News 


What you do is news to thousands of other hard- 
ware dealers who read HARDWARE AGE. They’re 
interested in knowing of your plans to remodel, 
of new partners, stores sold or bought, anniver- 
saries, etc. 

Write us a short note about any of your activi- 
ties you feel would be of interest to others who 
read the News of the Trade regularly in HA. 
Don’t worry about style. Just give us the facts 
briefly; we'll do the rest. Address your note to 
the Editor, HARDWARE AGE, 56th & Chestnut Sts., 
Phila. 39, Pa. 














Beep ACTION! 


FIRE 2 
FIRE EXTINGUISHER 
ONLY >] 89 : 


<<ATINGUISHER 
LIST 


® Full 16 az. Capacity 
® Wall Bracket Included 












® Can be used several times 


e your jobber, or write to 


THE LENK MFG. CO., BOSTON 15, MASS 
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~2S>) SPYRAL BLADES 


Saws up or down, right or left...in circles 


SAWS METAL. WOOD, PLASTIC, ETC. 


AS ADVERTISED IN 
POPULAR MECHANICS 
? AND POPULAR SCIENCE 





per g FITS ANY STAMBARD ta” WACKSAW Frawe 
oie i eneediiemel 


. Cb 2 One Re Ur NeeS 





TYLER SPYRAL HACKSAW BLADES 


really move off the counter in this clever display box, helps you 
sell more frames too! They fit any standard hacksaw frame. Each 
blade is formed from specially hardened steel to permit cutting 
metal as well as softer materials. Changes from flat to Spyral 
blades take only seconds. Display contains 1 Doz. cards of 3 
blades each to retail at 89c per card. 


Order now... available at most 
HARDWARE JOBBERS...or write 


TYLER MANUFACTURING CO., INC. 
1005 W. ARBOR VITAE AVE., INGLEWOOD, CALIF. 








Multiply sales . .. sell chisels by the set... 
in rolls, fiberboard boxes, wood cases. 


GREENLEE 





Write for free GREENLEE 
« Hand Tool Catalog No. 35-H 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 
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SIMONSE 


' 
| TOOL 
Feature and o 


Promote these 


FIRST . 


for sizes, 
models, 


190DL Seamless, deep drawn 
steel. Lift-Out Tray. hip 
roof; electro-welded, continu- 
ous piano hinges; bright, zinc 


plated hardware; hasp arrange- 
ment for padlock : 19” x 7%” 
x Lid 
- > > > . = * e 


“Write for catalog of full Simonsen line 


1414 South Michigon Avenve 


TACKLE 
BOXES 


materials .. 
priced for 
full profits 


SIMONSEN INDUSTRIES; INC. 


Chicago 5, Hlinois 
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MARSHALLTOWN TROWEL COMPANY « MARSHALLTOWN, IOWA 













Powered To Sell More Accessories! : 
Cot. World-famous B&D U-3 Drill has the power to drive any %” drill attachment 
No U3 () fast and efficiently. Most other drills lose speed when driving popular accessories 
H506 like hedge trimmers, circular saws, orbital sanding attachments, masonry bits, etc. 


Bi Sell the U-3 and be sure of satisfaction—and more accessory sales—every time! 
bck & Decker: 


World’s Largest Maker of Portable Electric Tools 






































































enbiees GADGETS 
Ds cneliabet ARE PROFITABLE cHROMIUM 
GRILLS tle space, ¥ 
little space. en - 
CUSTOMERS ARE PRE-SOLD sell them on peg boards MMA. cc)Abk. | Jee ee 
' where customers can we : meer 4 ck. 
ON THIS QUALITY LINE! ee and reach them. be “¢ rr: s ee: . 
- The oO radgets : - 
e RECOMMENDED By America’s Outstanding cantay, ie ae ae is 
Authority on Good Eating a i big 
e Round and Rectangular Models aa  foalines: oon 
© All Parts Heavy Gauge Steel on, ee re 
© Windshields & Adjustable Grid Heights nscale sto 
e Chrome Plated Flat and Rod Type Grids verry line is your ma- 
*T. M. Duncan Hines Inst., Ithaca, New York 1c cr i for profitable 
ORDER FROM YOUR JOBBER Bele : a ncuits cect scala 
' Tongs For Kitchen a ) 
By The Makers Of ware Brown Jugs And cnd Barbecue Use Giant Tongs — $1.19 Retail 
HEMP AND COMPANY, INC. More than 56 Kenberry GADGETS JOHN CLARK BROWN, wwc. 
5701 Murray Street Macomb, Illinois Ask your Jobber One Montgomery St., 
or write for list. _ Belleville 9, N. J. _ Kenberry ‘GADGETS 











EAGLE “0. K.” GLASS PLUG FUSES 


THE ONLY FUSE 
THAT TELLS 
THE WHOLE STORY 


"Speaks for Itself’ 


Cat. No. 690 
iT SAYS “O.K.” “O.K.” VANISHES 


LISTED BY UNDERWRITERS’ LABORATORIES 
COST NO MORE THAN ORDINARY GLASS PLUG FUSES 
SPECIAL NOTE: Be sure to ask your wholesaler about the 
NEW Eagle "SHO-PAK" Fuse Merchandiser—the ideal display 


package for volume sales. 


EAGLE ELECTRIC MFG. CO., Inc. Long Island City 1, N.Y. 





TAPLIN 
EG& BEATERS 


Efficient operation 
Durable construction 
Smartly styled 


Nine models in the 
popular price range 


THE TAPLIN MEG. CO. 
NEW BRITAIN, CONN. 
Since 1897 























































one set of 4 ona 


3-color 
card 









Git NAL 


DOMES SILENCE 





Made with exacting care trom the finest stee! availabie. 


R EG U L A cli — Excellent mirror finish, plus a heavy nickel 



























7 sizes for every need FURNITURE LEVELER > Se 
Be Sure and Stock Adjustable Combina- a FURNITURE GLIDES 
tion Leveler and Glider —— 
Baece. | eee 2S RUBBER-CUSHIONED! 
Bakelite Furniture steady Furniture. ma G L { D 3 
Rests and Caster mM BZ 
- Cups. SIZES—I" base, 4 on SEQ SOFTLY, SILENTLY, 
One set of 4 in a card; I'4,"", 2 on card; ~~ SMOOTHLY, OVER 
3-color box. 12 boxes Shatterproof \'/,"", 2 on card. Drive ALL FLOORING. 
AO a aaa display aS Se ellers into universal socket SIZES AND TYPES 
SIZES: Wh ah”. or 5/16" hole. | FOR ALL WOOD OR METAL FURNITURE. 
' s 42 + 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


Ask your Jobber or write— 
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HEX HEAD 


CAP SCREWS 


HARDWARE / 
i an 


EXTENDED 
PRONG 


COTTER PINS 






“NAT” STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 

This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification one printed for quick off- 
the-shelf selection of the size the customer wants. 

Standardize on National fasteners—you'll always be 
sure that this most complete, high-quality line will 
stand out in product performance and sales appeal. 








Ask Your Distributor... He Knows 


— — - -- - ——— an - ee ~<weeees 








an ee — 





THE NATIONAL SCREW & MFG. COMPANY Wy: onl 
CLEVELAND 4, OHIO HOIST 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 






























THE HUENEFELD CO. 
CINCINNATI 25, OHIO 
Established 1872 


HN) whi" 


chy he Sl 





